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THE JOURNAL OF THE 
TELEPHONE INDUSTRY 


TELEPHONE SAFETY CLASS 


Illinois Bell Telephone Co. installer 
Edward R. Stakenas, ‘“‘hooks on” his 
safety belt for fifth graders of Chi- 
cago’s Altgeld School. Mr. Stakenas 
gave Bell’s new safety demonstration 
geared to give students the basics 
of everyday safety. Story, page 40. 
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@ SIMPLE...You don't have to be an electronics expert 


to maintain Stromberg-Carlson's new, transistorized 
"S561"' Subscriber Carrier. Central office terminal 

(pictured above) shows plug-in type printed circuit 
card removed for examination. Subscriber terminals 


are of this same easy-to-check construction. The 





careful design and extremely long life of the circuits 
keep system failures to an absolute minimum. For full 
details on these and other advanced features of "56L" 
Subscriber Carrier, contact your Stromberg-Carlson 
representative. Immediate delivery available. 


STROMBERG-CAR LSON A DIVISION OF GENERAL DYNAMICS CORPORATION 


SC | GD 
ELECTRONIC AND COMMUNICATION PRODUCTS FOR HOME, INDUSTRY AND DEFENSE ER 
we 





FLASHES 
AND PLUGS 


CAN YOU TOP THIS? Joe and Harry, although allegedly friends, 
were intensely jealous of each other’s worldly goods. If Joe got a 
new car, Harry had to get one just a little better. This rivalry went 
on for years, with first one having the edge, then the other. 

One day Harry greeted Joe with “Just got me a new Cadillac. 
Biggest they make. All kinds of fancy stuff on it. Even got a tele- 
phone.” 


Pretending not to be impressed, Joe was inwardly boiling. When 
the two parted, he dashed off to the nearest Cadillac agency and 
ordered a big car for immediate delivery, specifying that it must 
have a telephone installed. 

The car was delivered the next day and Joe could hardly wait 
to get out on the road. Reaching a spot where traffic was not too 
bad, he grabbed his telephone and called the number of his friend’s 
car. 

“Harry,” he shouted when the connection had been made. “I’m 
calling you from guess where—from my brand new Cadillac, the 
finest they make.” 


“Just a minute, Joe,” said Harry. “Hold on—I’ve got a call on 
my other telephone.”’-—W all Street Journal. 


MAN OVERBOARD. On a cross country flight, the bain of 
everyone’s existence was a lively youngster. 

He was running up and down the aisle when the stewardess 
started serving coffee and he ran smack into her, knocking the 
coffee to the floor. As he stood watching her clean up the mess, 
she glanced up at the boy and said, 


“Look, why don’t you run outside and play.” 


VIRTUE IS ITS OWN REWARD? Iv’ been said that if you were 
the first in your office every morning, the last to leave at night, 
never absent, always worked through the lunch hour, never took 
extra time on a break and skipped all vacations—one day your 
boss would walk over and say, 


“I’ve been watching you very closely. Just what are you up 
to, anyhow?” 
* 


MOVABLE PARTS. After watching a drunk try to unlock the 
door to his home without success, a policeman who had been called 
to the scene went over and asked if he might handle the key for 
him. 


“No thanksh,” the inebriated one answered. 


“I got a pretty good hold on thish key. You try and grab the 
housh.”’ 


CHANGE OF ADDRESS 


Please notify your local postmaster and the Circulation 
Dept. of TELEPHONY of change of address. Change cannot 
be made without the old as well as the new address. Allow 


three weeks for change of address to become effective. 
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TIME IS THE MEASURE OF ALL WOOD PRESERVATION 


Utility pole, railroad tie or prized fly rod-the question of wood 
preservation is important....The answer for industry - proved by 


over 50 years of service records - is AMCRECO pressure treatment. 


AMERICAN CREOSOTING CORPORATION LOUISVILLE 2, KENTUCKY 
SUBSIDIARY OF UNION BAG-CAMP PAPER CORPORATION 
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WOOD PRODUCTS 





The fabulous Kellogg K-60 Crossbar Switching 
System, with its many exclusive features, repre- 
sents the most advanced crossbar unit in the tele- 
phone industry. It is the latest addition to the 
Kellogg switching line—the most complete array 
of dial switching systems ever offered independent 
telephony: the K-60, Relaymatic and Step-by-Step. 
And for fast dependable manual switchboards 
Kellogg is also your first choice. Each system is 
designed to offer maximum service facilities with 
minimum supervision and upkeep. 


Whether your operation is large or small, 


Kellogg’s knowledge, experience and equipment 


guarantees you the best choice in switching sys- 
tems. Backed by more than 60 years of service to 
the independent telephone industry and by the 
vast, world-wide facilities of ITT, Kellogg sales 
representatives and engineers can help you decide 
the type of equipment best suited to your present 
requirements and future expansion needs. 

For more information on any of the systems 
listed, call your Kellogg representative. 

KELLOGG Switchboard and Supply Company 
6650 S. Cicero Ave., Chicago 38, Ill. 





World’s Most Complete Line of 
Switching Systems 


K-60 CROSSBAR. Telephony’s most advanced switching sys- 
tem © Can be engineered to fit any size requirement ¢ Allows maxi- 
mum expansion: one unit handles from 10 to 10,000 lines ¢ Ex- 
tremely low terminal addition cost within existing 1000 station 
group ¢ Permits terminal-per-station service with terminal-per-line 
equipment ¢ Four classes of service available for each line. 

Self-checking: detects trouble and locks faulty path until correc- 
tion is made ¢ 100% intercept facilities as standard equipment ¢ 
Meets requirements of nationwide toll dialing ¢ PBX numbers may 
be spread over entire office: no need for special high traffic connec- 
tors and reservation of certain connector levels for PBX expansion ¢ 
Minimum maintenance: all-relay action. 

Simplified main distributing frame; no bunch blocks required ¢ 
Toll access restriction by 10-line groups *« No charge assignment on 
specific lines for paystation calls to police, fire department and tele- 


phone business office. 
Drawer-mounted switches. Many other exclusive features such as 
conversation timing by 10-line groups, special revertive call fea- 


tures ¢ 1500 ohms standard loop requirements. 


- RELAYMATIC. Dependable switching « Smooth and quiet in all 
M a Xl m U mM complex switching operations ¢ Simplified installation ¢ Easy main- 
tenance: one standard component—the relay ¢ Simplified wiring 


Operates with any type of trunk line ¢ Standard circuitry ¢ Incor- 


a sae porates all features of inter-toll dialing ¢ Available in 3 equipment 
Flexi b | | ity heights from 6 to 9 feet ¢ Local lines provide up to 10-party full 


selective divided ringing ¢ Adaptors available for grounded rural 
lines ¢ Particularly adaptable to terminal per-line offices. 


a s KELLOGG STEP-BY-STEP. Community or Main Step Exchanges 

in witec ing (CSX or MSX) ¢ Long life, low cost operation ¢ Ease of main- 
tenance ¢ Simplicity of equipment and circuits ¢« Compact space- 

saving arrangement of equipment ¢ Trunking flexibility « Ready 


low-cost expandability for increased station and traffic requirements 
ys p ms ¢ Maximum dependability and flexibility in arrangement. 
MANUAL. All types available to individual specifications, including 


#3 toll with 2-position 6 panel ¢ Key senders ¢ Also common battery 
local and cord and cordless Private Branch Exchanges. 


KELLOGE Communications Division of 


CHICAGO, /LLINOIS 


Regional Warehouses and Offices: 


CALIFORNIA ILLINOIS MINNESOTA oOn1o0 

23 Broderick Road 4600 South Tripp Avenue 6100 Excelsior Boulevard 1555 West Fourth Street 
Burlingame (OXford 7-5780) Chicago 32 (CLiffside 4-4300) Minneapolis 16 (West 9-6715) Mansfield (LAfayette 4-6511) 
GEORGIA KANSAS NEW JERSEY TEXAS 

1594 Southland Circle, NW 7th Street & Sunshine Road 165 Prospect Street 1515 Turtle Creek Boulevard 
Atlanta 18 (SYcamore 4-2441) Kansas City 15 (MAyfair 1-4418) Passaic (PRescott 9-3610) Dallas 7 (Riverside 7-5191) 


exPortT—International Standard Electric Corp., 50 Church Street, New York 7, N. Y. 
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MODERN on Your Party Lines! 


Install... 
UNIVERSAL 
RINGING CONVERTER’ 
on Your Present Equipment 


A simple applique circuit which places 
the wiring modification on a factory basis... 


Other UNIVERSAL Eauipment: most installations can be performed 
DIGIT ABSORBER by maintenance personnel. 


COMPUTER INTERCEPT 2 
ontaet gaat cain Modern Service Demands 


Selective Ringing! 


Typical relay case for Ringing 
Converter. Case requires 17” on 
a 19’ relay rack. Capacity 12 units. 


SSSSSSSSSSSASSSSSSSSSSSSSSSSSSSSSSESHSSSESSSSSSSSSSSSSSSHSSHSESSSSESHESSSHSHSSSSHESSHHSSESESSEESEEHEESEEE eeeeesesd 


ne FULL PARTICULARS 


PLEASE WRITE DIRECT TO 
UNIVERSAL 
OR CONSULT YOUR DISTRIBUTOR 
FOR DETAILS 


TELEPHONE 
DIVISION 


UNIVERSAL 


CONTROLS CORPORATION 


OFFICE AND PLANT — CARROLLTON, TEXAS 
MAIL ADDRESS-P. O. BOX 13122, DALLAS 20, TEXAS 


Telephones: Carrollton 3885 Dallas CH 7-3123 


SSCSSSSSSSSSSSSSESSSSSESESSESESEESSE 


ON ORDERS DIRECT TO UNIVERSAL, BILLING WILL BE THRU YOUR PREFERRED DISTRIBUTOR 
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CUT HANDSET 
RO )-)-) 3 ey 
‘ Collector Telephones 


These new short KOILED KORDS 

retractile cords allow sufficient length 

for use in telephone booths but are short enough 
to prevent the handset from hitting the 

floor if dropped. 


Figure your past losses from broken handsets 
and you'll see how much these new short 


KOILED KORDS can save you 


These new short KOILED KORDS are available 
for Automatic Electric, Kellogg, Stromberg-Carlson 


and Western Electric handsets. 


KOILED KORDS, the original retractile fy if )) | 
cords, are the result of 17 years of 


research, development and use. 
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ALCOA ALUMINUM 
OUTDOOR TELEPHONE BOOTHS 
ARE NOW AVAILABLE 


IN TANDEM 
ASSEMBLY 


Space savings, easier maintenance, neater 
appearance increase revenue 


Now, for the first time, you can get Alcoa® Aluminum 
Outdoor Telephone Booths in two- and three-booth tan- 
dem assemblies. 

Made by Alcoa, the new standard tandem assemblies 
have the same high-revenue, low-upkeep features as 
single aluminum booths—plus three big advantages: 


More Compact—Tandem booths eliminate the gap 
created when two or more single booths are placed to- 
gether. Less space is required for booths in congested 
areas such as shopping centers, sidewalks and gas 
stations. 


Easier Cleaning—Alcoa tandem assemblies fit flush, so 
cleaning the outside surfaces becomes simply a matter 
of wiping with a damp cloth. 


Tailored Appearance—Alcoa tandem booths fit nicely 
into their surroundings, look as though they had been 
“custom-made” for the location. 


Alcoa tandem booths have a common roof and ad- 
justable angle brackets at the bottom. Attractive, sound- 
deadening, porcelain-enameled panels are used in place 
of clear glass in the adjoining sides. Otherwise, the de- 
sign is the same as for regular Alcoa Aluminum Out- 
door Booths—except chat they are made to double your 
revenue. 

All Alcoa Outdoor Telephone Booths have REA and 
CSA acceptance and Underwriters’ Laboratories ap- 
proval. For more information on single or tandem de- 
sign, contact the nearest office of any of these Jobbers: 


Automatic Electric Sales Corp. 
Automatic Electric Sales, Ltd. 
Graybar Electric Co., Inc. 

Kellogg Switchboard & Supply Co. 


Leich Sales Corp. 
Stromberg-Carlson Co. 
Union Electric Co. 


Aluminum Company of America, 1690-G Alcoa Build- 
ing, Pittsburgh 19, Pa. 


Your Guide to the Best 
in Aluminum Value 


“ALCOA THEATRE” 
Exciting Adventure 
Alternate Monday Evenings 


ALUMINUAA 


ALUMINUM COMPANY OF AMERICA 
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Alcoa’s tandem assemblies are smart, modern in appearance and fit flush to 
reduce cleaning problems. Single concrete slabs for foundations lower con- 
struction costs. 


WT pee 


TELEPRUNE 


Solid, compact construction of Alcoa tandem booths is assured by common roof 
joining two regular Alcoa Outdoor Booths. 


Outdoor Telephone Booths of Alcoa Aluminum Give You All These 

Features: Corrosion Resistance + Attractive Appearance « Low Maintenance 

¢ Simple Installation +» Complete Safety +» Vandal Resistance » Tandem 
Assemblies * Free Goodwill Kit 





‘4 =, Microwave comes to Dallas 


] 


j Se 
aN Y) on a Blaw-Knox Tower 


phat 
7] See 
>: 


Building in a crowded downtown location required a special self-supporting tower. 
This Blaw-Knox tower was built to withstand high winds common to the area. 


Keeping pace with the times, the General Telephone Company of the 
Southwest turns to microwave to extend service, simplify future growth 
and lower circuit costs. In bringing microwave service to 16,000 of its 
250,000 telephones, this progressive company relies on Blaw-Knox towers. 

From Texas to North Carolina, from Florida to Ohio, these efficient 
microwave towers are paying off in the nation’s most modern com- 
munication systems. Backed by over 40 years of tower experience, 
Blaw-Knox designs to established specifications, builds to meet individual 
requirements. By consulting skilled Blaw-Knox engineers you are 
assured of towers that best meet your present needs and can allow for 
future expansion. 

Blaw-Knox’s Microwave Tower Booklet covers the outstanding oper- 
ating advantages of microwave, and outlines a complete service that 
ranges from tower design through fabrication and erection. Write for 
Booklet 2538 today. 


Microwave Towers—Guyed and self-supporting towers for Micro- 
wave, AM, FM, TV, Radar, Communications . . . Transmission Towers 
... Parabolic Antennas. . . Special Structures. 


Designed for future expansion, this 250 foot BLAW-KNOX COMPANY 


tower is equipped with ring mounts that BLAW KNOX Equipment Division 


permit precision orientation . . . allow addi- ° ‘ <iKEy 
tional dishes to be installed with less work Pittsburgh 38, Pennsylvania ewes 


and less cost. 





“Dear, lim afraid 
I'll be a little late.” 


Follow the trend to Reynolds outdoor booths for extra revenue 


A lonely atoll is one of the few places where you won’t find profit- OFFER MANY ADVANTAGES 

able paystation revenue in an outdoor telephone booth. Just about e Portable—Easy to Set Up 

every other spot you look—gas stations, airports, shopping centers, e Rustfree, Weatherproof 

stadiums, theaters, housing projects and other busy traffic centers— e Perfectly Ventilated 

you'll find a fast-growing need for Reynolds Aluminum Outdoor e Bright Beacons to Draw Business 

Telephone Booths. . 
e 


Roomy, Clean, Convenient 
4 Easy to Maintain 

It will surely pay you to investigate this new source of extra 
revenue. Here’s additional business over and above regular indoor 
paystation installations. And when indoor locations are inacces- The Fi iat 
sible at night or week ends and holidays, these bright, handy booths 29 peat ”- mete 
attract users 24 hours a day! Simple to install, easy to relocate Made with Aluminum 
any time . . . Reynolds all-aluminum booths are making money 

for others. So why not you? are made with 


Now, completely assembled booths at reduced prices. REYNOLDS GED ALUMINUM 
Write for prices and specifications. Address: Reynolds Metals fl 
Company, Richmond 18, Virginia. . 


Watch Reynolds All-Family Television Program 
“DISNEYLAND,” ABC-TV 


REYNOLDS ALUMINUM OUTDOOR TELEPHONE BOOTHS 
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THE BEDSIDE 


PHONE THAT SELLS 
BEDROOM EXTENSIONS 


Extension installations spell increased revenue 


—the Ericofon sells extension installations be- 
cause it is so perfectly functional, especially as 
a bedside phone! There’s no twisting, turning, 
stretching or reaching with the Ericofon! 


The Ericofon comes to you—the dial comes to 
you! 


The Ericofon takes up so little space on a 
bedside table! 


Subscribers want the Ericofon. Hundreds of 
thousands of requests have been made for this 
truly modern telephone. 


You can order Ericofons from stock in any 
quantity, any of the six colors today from— 


NORTH ELECTRIC COMPANY 


601 SOUTH MARKET STREET + GALION, OHIO 
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ONE out of FIVE Telephone 
Companies, whose Directory work 
we handle, has been our Customer 
for over a Quarter of a Century... 
One out of Three for over 20 years 
...and One out of Two for over 
15 years. 

You, too, can join the long list 
of Berry’s satisfied Telephone 
Company customers for: mm we 
sell TELEPHONE DIRbi-w. ORY 
ADVERTISING EXCLUSIVELY 
in more than 5,200 cities and towns 
in 29 states and Canada. 

Call or write today for details. 
No obligation. 


L. M. Berry and Company points with pride 
to its many customers throughout the United 
States and Canada. In its Mid-Eastern Division 
there are many Telephone Companies whose 
Directory work is handled by L. M. Berry and 
Company. Following are a few of Berry's 
many valued customers who are located in the 
Mid-Eastern area: 


Central Telephone Company 

(N. C., & W. Va.) 
Citizens Telephone Company (N. C.) 
The Concord Telephone Company, Inc. 
Eastern Rowan Telephone Co. (N. C.) 


The Farmers’ Mutual Telephone System 
(Va.) 


Harrisonburg Telephone Company (Va.) 
Home Telephone Co. Inc. (S. C.) 


Home Telephone Company of 
Simpsonville, Inc. (S. C.) 


Inter- Mountain Telephone Company 
(Tenn.-Va.) 


Lee Telephone Company (Va.) 
Lexington Telephone Company (Va.) 


Mebane Home Telephone Company 
(N. C.) 


Norfolk & Carolina Telephone & 
Telegraph Co. (N. C.) 


North Carolina Telephone Company 
Statesboro Telephone Co. (Ga.) 
Tidewater Telephone Company (Va.) 


United Telephone Company of the 
Carolinas, Inc. 


Virginia Telephone & Telegraph Company 


Western Carolina Telephone Company 
(N. C.) 


Williston Telephone Company, (S. C.) Inc. 


antl many other [ 


TELEPHONE DIRECTORY ADVERTISING EXCLUSIVELY 


L.M. BERRY aw CO. 


Hulman Building - Dayton 2, Ohio - BAldwin 4-7421 
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IN THE 


HREE items of tele- 
phone companies occurred over at 
the Federal Communications Com- 

mission prior to the long July 4 week- 

end. First of all, there was the state- 
ment by FCC Chairman Doerfer that 
the FCC is not contemplating a gen- 
eral investigation inter- 

(with a making 

this time.” Doerfer 

made this statement in a letter to Rep- 
resentative Celler (D., N. Y.), chair- 
man of the House Judiciary Committee. 


interest to 


of telephone 


state rates view to 


reductions) “at 


The reason for this statement to Cel- 
ler was that the New York Congress- 
man made the suggestion 
recent 


during the 
committee on 
the Justice Department’s settlement of 
the 1956 Bell System-Western Electric 
antitrust that the FCC ought to 
hold such an investigation with respect 
to the over-all level of interstate rates 
and 


hearings by his 


suit- 


earnings. Following this sugges- 
tion, a couple of staff members of Cel- 
ler’s with FCC 
So now Celler has 


conferred 
Doerfer. 
his answer. 


committee 
Chairman 


The commission said it has “carefully 
reviewed the current status of the Bell 
System’s interstate earnings” and has 
decided that a investigation 
“with respect to level of 
interstate earnings is not 
The commis- 
sion said that its decision that an over- 
all rate needed at this 
time was based on a consideration of a 
“great number of factors involved.” 


general 
the 
and 
required or warranted.” 


over-all 
rates 


review is not 


Incidentally, the commission’s letter 
to Celler pointed out that the recent 
FCC decision ordering a 
private 


reduction in 


line voice service rates gave 
“an opportunity to re- 
rate-making principles 
and policies in the telephone field, and 
may result in 


private 


the commission 
view general 
adjustments for 
The 
sion’s order to the American Telephone 
& Telegraph Co. to 


rate 


line services.” commis- 


cut private line 


service revenues by 15 per cent (based 
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IONS 


BY FRANCIS X. WELCH, WASHINGTON EDITOR 


FCC not planning investigation of interstate telephone rates. 


Justice Department to enter into Menomonee Falls acquisi- 


tion proceedings. 


Rail aid legislation contains long-term 


possibilities of increasing federal participation in railroad 
management. FCC frowns on TV applicant “deals.” Cali- 


fornia and Supreme Court decisions discussed. 


on 1955 volume of business) was com- 
mented upon in this department last 
week. 

That brings us to the second FCC 
development of interest to the telephone 
industry during the past fortnight. It 
appears that the day after the FCC 
ordered the 15 per cent cut in Bell 
System private line rates, the AT&T 
Long Lines Department and the West- 
ern Union Telegraph Co. asked for an 
increase in private line telegraph rates. 
This includes teletypewriter and other 
private line telegraph services as dis- 
tinguished from _ private 
services. 


line voice 
The development was not surprising 
inasmuch as the FCC practically in- 
vited the AT&T and Western Union 
to apply for such an adjustment. In 
its order of June 25, directing AT&T 
to reduce the private line voice service 
revenues, the commission said that on 
the basis of the Bell System’s cost evi- 
dence, “the rates for private line tele- 
graph grade services may be inade- 
quate to provide the respondents with 
a fair return on their respective in- 
vestments devoted to these services.” 
The AT&T proposals for increased 
private line telegraph rates would 
boost net revenues approximately $14,- 
650,000 (allowing for a smal] offsetting 
reduction in other than teletypewriter 
rates.). Western asked for an 
increase of more than 13 million dollars. 
Informal negotiations on these propos- 
als are now being conducted by the 
FCC and the private line hearings will 


Union 


be resumed at the end of the month. 


The third item of interest to the tele- 
phone industry at the FCC involves the 
controversial Menomonee Falls acquisi- 
tion proceedings. This case, which is 
now under consideration by two FCC 
examiners, grew out of an application 
of the Wisconsin Telephone Co. to ac- 
quire the Independent telephone prop- 
erties serving Menomonee Falls and 
Lisbon, Wis. The United States Inde- 
pendent Telephone Association has ob- 
jected and has intervened. Now the 
Justice Department is getting into the 
act. 

The Justice Department was appar- 
ently inspired by Representative Celler 
to look over the pending acquisition 
proceedings before the FCC with a view 
to possible monopolistic consequences. 
So now the Justice Department, in a 
letter by Assistant Attorney General 
Victor R. Hansen, has advised the FCC 
to consider “very seriously” the “anti- 
trust implication” contained in the Wis- 
consin Telephone Co.’s_ proposal to 
take over the Independent properties 
at Menomonee Falls and Lisbon. 


Hansen had previously pointed out 
to Celler that antitrust laws, passed by 
Congress, would not apply to the pro- 
posed acquisition transaction if the 
FCC approved of it. For that reason, 
Hansen told the FCC that “any addi- 
tional acquisitions of telephone compa- 
nies will serve to enhance the Bell Sys 
tem’s present position in the industry.” 

The FCC has acknowledged the Jus- 
tice Department’s letter and presum- 
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ably passed it along to the FCC exam- 
iners now in charge of the case, for 
what it is And it should be 
worth a great deal, considering the re- 
sponsibility of the Justice Department 
to enforce the nation’s antitrust 
In fact, without attempting to prejudge 


worth. 


laws. 


would hazard the 
surmise that this hint from the Justice 
Department might be as decisive as any 


this case, this writer 


other evidence so far introduced, in the 
Menomonee Falls case, in swaying the 
judgment of the examiners and 
tually) the FCC itself. 


(even- 


Rail Aid Legislation 
Legislation designed to aid the finan- 
cial distress of some of the nation’s 
railroads has been passed by the House 
of Representatives. A and inter- 
esting feature of the House bill, and 
also of the one passed by the Senate, is 


new 


the provision for a government guar- 
anty of loans made by the railroads. 
The House bill places no limit on the 
total of such guaranteed that 
may be outstanding at any one time, 
while the calls for a 
ceiling of 700 million dollars. 


loans 


Senate version 
The explanation of this congressional 
action is that there is much sentiment 
throughout the country to “do 
thing” to help the railroads. A _ provi- 
sion for underwriting loans which have 
to be made for roads that otherwise 
could not get credit is probably in the 
public interest. Note, however, that 
some railroads are making no profit at 
all. They lack adequate credit for the 
purchase of stock and 
equipment because Congress, over the 
years, has insisted having the 
federal government take an _ increas- 
ingly greater hand in running the rail- 
roads from Washington, D. C. 

The railroads have long 
wrapped up with red tape and regula- 
tions that they complain of being over- 
regulated. 
their 
with each other, and they cannot com- 
pete with other kinds of transportation 

unless everything they do is approved 
by the Interstate Commerce Commis- 
sion. In addition the railroads have 
had to with powerful unions 
whose demands have usually had the 


some- 


new rolling 


upon 


been so 


make 
rates, they cannot compete 


The railroads cannot 
own 


contend 


support of the political administrations 
Add to these drawbacks a 
callous attitude toward the public on 
the part of 
ments in 


in power. 


some railroad manage- 


bygone years. So, many of 
them are in bad shape. 

As passed by the House, with only 
the bill 


for assisting the 


two dissenting votes, 
features five 
nation’s financially pressed 


rail aid 
points 
rail lines. 
As already stated, the major provision 
of the bill calls for temporary govern 
ment guaranties of an unlimited amount 
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of private loans fo1 


ment 


capital 
maintenance 


improve- 
programs. An- 
other important provision of the House 


and 


bill would give the railroads the option 
of applying to the ICC or state regu- 
latory 


commissions for permission to 


discontinue unprofitable lines. 

ICC rate-making rules would also be 
changed so as to provide that, in com- 
rates shall 
not be pegged upon protecting the traf- 
fic of any other type of transportation. 
the bill 
agricultural commodi- 
ties hauled by truck, and removes pres- 


petitive cases, a carrier’s 


In addition, bars further 


exemptions for 


ent exemptions for numerous products. 
So-called “pseudo-private” truck hauls 


would be subject to ICC regulation. 


In separate legislation, approved 
last week by President Eisenhower, the 
5 per cent excise tax on freight trans- 
portation 


has been 


This 


bill extending present corporate income 


repealed, effective 
Aug. 1. item was included in a 
taxes and excise taxes for another year, 
a factor which left the President, who 
was opposed to the repeal, with little 
choice except to sign it. This 
the 4-cents-a-ton 
tax on hauling coal and the 442 
cent tax on 


pipelines. 


same 


measure also ends 
per 
transportation of oil by 
This department last week 
commented on the failure of Congress 
to include any telephone 


relief with this measure. 


excise tax 

One of the difficulties with 
rail aid that time 
the rails are “helped” by the govern- 
ment they 
towards 


so-called 
legislation is every 


move just one more 
For nearly 
the rail- 
roads have been exposed to increasingly 
stringent regulation. At the present 
time, the rail operators feel that they 
are already socialized to some extent, 
without the formality of the govern- 
ment taking them over through public 


ownership. 


step 
nationalization. 


three-quarters of a century 


Investment in railroads today has 
put up by private citizens. But 
railroad management has had to share 


responsibility with regulatory authority 


been 


to an extent not found in the regulation 
of any other form 
terprise. 


of public utility en- 
Federally guaranteed loans, 
which eventually might have to be in- 
creased from the initial outlay of per- 
haps 700 million dollars, would inevi- 
further the 
participation 
lines. 


tably mean movement in 
direction 


in the 


of government 
of the 


The whole situation is very difficult, 
in view of the vital part which the rail- 
roads the 
Most Congressmen 
would naturally support any 
the 
time, to keep the railroads going as a 


operation 


play in national economy. 
citizens 
plan fo 


this 


and most 


bailing out weaker lines, at 


form of private enterprise. 


But we cannot be blind to the long- 
term implications of federal loans for 
increasing participation in 
management. 


railroad 
It is probably water over 
the dam to talk about it the 
railroads might have been able to help 


now; but 


themselves a lot more in bygone years 


(than the federal government can help 
the railroads now) if they had not been 
shackled with endless red tape and un- 
fair competition and taxing policies. 


FCC Frowns on TV Applicant 
“Deals” 


The Federal Communications Com- 
mission has tentatively decided to pro- 
hibit payoffs and mergers among com- 
tele- 
facilities been put 
the If finally 


adopted, such a ban would represent a 
broad reversal of policy. 


peting applicants for radio and 


which 
hearing 


vision have 


into process. 
The commis- 
sion for many years has, in the interest 
of minimizing the number of contested 
cases, sanctioned compromises of con- 
tests involving payments to withdraw- 
ing applicants, or involving giving the 
contestants joint interest in a proposed 
broadcasting station. 

Last month, the FCC said that these 
practices the 
filing of spurious applications for the 
purpose of being bought off with re- 
sulting “abuse of the 
hearing processes.” The commission in- 
vited comment on its 
submitted by July 28. 

It is that the FCC 
should attempted to discourage 
what the lawyers call “multiplicity” of 
applications by allowing applicants to 


may tend to encourage 


commission’s 


proposal to be 


understandable 
have 


settle their rivalries among themselves 
and the where 
But, as it has already been pointed out, 
the encouragement of such settlements 
is more likely to provoke spurious ap- 


clear record possible. 


plications than to discourage them. 
Too often applicants for TV 
radio licenses have filed without 
real intention of accepting a license and 
operating under it. They have instead 
simply been seeking to develop enough 


and 
any 


nuisance value to be entitled to a pay- 
off in order to clear the track for some 
legitimate applicant who honestly in- 
tends to operate. 


Recent Court Decisions 

The Pacific Telephone & Telegraph 
Co. lost the first phase of its fight to 
pay Fran- 
cisco. A California superior court judge 
has ruled that the San Francisco char- 
ter gives the city exclusive control over 
installations of 
The 


ruled against the telephone company’s 


less franchise taxes to San 


utili 
thus 


local streets and 


ties on such streets. court 


contention that it could install lines and 
(Please 


turn to page 34) 
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Selling for Profit 


NODAY, as we look around us, we 
‘| see a world that’s often in turmoil 
and constantly in change. The so- 

cial and political environment is chang- 


ing—gradually but surely. 


I am the 


who 


reminded of economics 


professor at Harvard was an 
exchange professor. 
that 


being 


To his amazement 
he noticed the same examinations 
given in 
He knew 


to it, so he 


were economics year 


after year. the students were 
spoke to the head of 

department. “This is not a 
plaint,” he “but I 
that the same exams every 
year and I’m sure the students know it.” 
The head of the department laughed 
and said, “We are fully aware of this. 
We do give the same exams, but every 
year we 


com- 


said, have noticed 


you give 


change the answers.” 
Right now one of the changes we’re 
all concerned about is the _ so-called 
We go around asking each 
“Is it really as bad as we read 
it is—is it getting 


“recession.” 
other: 
worse—or is it 
lagging 
are consumers fed 


9 


leveling off 


sales 


are automobile 
behind it—or 


up with prices and products generally 


One of our characteristics, as human 
find it difficult to 

and significant 
place in the 
happening. We are too 
much conditioned by the past. As the 
Wall Street Journal says, ‘We've lived 
in a boom for some 18 years and al- 
most 


that we 

the 
taking 
while they’re 


beings, is 
appreciate big 


changes economy 


no one foresees anything in the 
future but continued boom, aside from 

an occasional brief interruption.” 
So we ask ourselves—‘‘Are we being 
the 


fully 
changes taking place around us today?” 


realistic; are we aware of 


“In one respect,” continues the Jour- 
nal, “things have greatly changed. All 
over the world ... there are signs that 
productive capacity has caught up with 
and 


perhaps demand. 


World population and world desire for 


passed current 
a rising scale of living do seem to be 
growing faster than ever before, prom- 
ising a big and expanding demand for 
3ut, the 


product ion 
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goods. world’s increasing 


knowledge of methods 


By O. W. TUTHILL* 


promises more and _ harshe1 


competi- 
tion.” 


In the era ahead, 
when business will be harder to get and 
growth harder to 


more competitive 


achieve, 
greater-than-ever 


there will 
premium on 
efficiency, imagination, and downright 
hard work aimed at giving the 
the most value for his dollar. 
Se lling for profit will be the big chal- 
lenge. 


be a 


cus- 
tomer 


Can’t Avoid Changes 

I think you and I in the telephone 
business can be certain of one thing: 
The which the economy is 
undergoing will affect us. In fact, there 
is no Way we can them. None 
of us exactly what kind of 
changes they will be or how big they 
will be. But, we do know that we’ve 
got to be on our toes in facing them, 
evaluating them, and learning to live 
with them successfully. 


changes 


avoid 
knows 


Now, let’s not let this prospect throw 
us. On the contrary, it will 
the best of us.... 


demand 
Last fall, when Russia launched its 


*Mr. Tuthill is General 
ing of Illinois Bell 
iddress at the recent « 
phone Association, 


Manager of Merchandis 
Telephone Co. He gave this 
onvention of the Illinois Tele 


0. W. TUTHILL 


sputniks, a great wave of chagrin and 


stocktaking rolled over our country. 
We began to re-evaluate almost every- 
thing—including our educational 
approach to scientific 
research, and our national defense. The 
sputnik effect was electric—and it may 
have been the most beneficial electrical 


shock ever administered. 


sys- 


tem, our basic 


Something of the same reaction and 
beneficial result may the 
stocktaking that this has 
caused. But for too long, perhaps, we 
may have thought that business comes 
looking for us, that sales and revenues 
will naturally go up year, and 
that our problem has been just one of 
Now 


come from 


recession 


each 
filling demand. we’re beginning 
to learn better. 

One of the ways we learn is by look- 
ing around to see who’s making hay 
even when the sky’s cloudy. Let’s take 
a few examples. 


The vice president of a large depart- 
ment store told me recently that the 
two most significant words in American 
merchandising today 


easy.” 


are “quick and 


Must Appeal To Motive 
One of the that the food 
business able to increase its 


reasons 
has been 
sales and attract an even larger share 
that 
merchandisers 
Quick- 
have been 
them de- 


consumer incomes is 
food 
have appealed to this motive. 
and-easy foods of all kinds 
introduced for 
veloped, until, today, they are an ac- 
cepted part of the American scene and 
a big factor in food industry profits. 
Ready-mix cakes and pie dough 


of rising 


smart, aggressive 


and a desire 


brown-and-serve rolls ready to be 
popped into the oven 


meats 


pre-packaged 
cereals with the sugar and 
even the fruit built-in ... instant pud- 
dings and instant rice and even instant 
mashed foods 
ready-to-eat 01 
frozen 


potatoes and frozen 
of every 
easy-to-fix 


turkey dinners. 


description 
even complete, 


Take automobiles. In the same issue 


of the Wall Street Journal recently 
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were these two The first 


statements. 
was: 


“Chrysler Corp. reported a 15.1 mil- 
lion dollar net loss for the March 
quarter, compared with net income of 
46.5 million dollars in the like 1957 
period.” 


Immediately following was this con- 
trasting statement: 


“American Motors Corp. disclosed its 
net profit in the six months ended 
Mar. 31 shot up to 7.3 million dollars. 
American Motors has jacked up Ram- 
bler production schedules twice this 
month to a level of 15,000 monthly.” 


The contrast between these two com- 
might be called the battle be- 
tween the tail-fins and the tadpoles 
and I’m not prepared to say which 
will win out. 
statements do 
right now the 


panies 


But, those two earnings 
seem to indicate that 
mood of the country 

seems to be edging toward the quick- 

and-easy convenience of the small car 
that’s easy to park and cheap to oper- 
ate. 


While other 
reporting lowered sales and earnings, 
Bell & Howell reported sales up 22 per 
cent; profits up 23 per cent. It attrib- 
this products 
introduced especially to its 
electric-eye movie camera, which is so 
quick-and-easy that it does almost all 
the work and thinking for you. And, it’s 
making profits for Bell & Howell. 


many companies were 


utes gain to 


and 


nine new 


new 


In addition to 
that’s quick and 


wanting 
easy, the American 
public is looking for something that’s 
different, something that contributes to 
a feeling of individuality. 

While other cars have 
nose-dived, Ford Motor Co.’s new, four- 
Thunderbird—a that’s 
different and distinctive in many ways 


something 


sales of its 


passenger car 


is setting records. Production is on 
a six-days-a-week schedule, and a back- 
log of 10,000 
up. This has happened—smack in the 
middle of the despite Thun- 
derbird’s retail price of $4,500 and up. 
Many will 
individuality. 


over orders has piled 


recession- 
and 


people want pay for 


Color Telephones Increase 


We have experienced something of 
the same thing in Illinois Bell. While 
our growth in main telephones so far 
this from 
1957, tele- 
phones, which bear a special charge on 
new orders, are up 9 per cent. Choosing 


year is down 57 per cent 


our installations of color 


telephones in distinctive colors is one 
of the ways telephone users can express 
their own individuality. 

Another part of the formula is hard 
shown by the case of the 
“Misery and Still Limping Railroad” 
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work, as 


otherwise known as the Minneapolis & 
St. Louis. generally, are 
severely profit-pinched these days, but 


Railroads, 


the Misery and Still Limping Railroad 
isn’t limping anymore. Its profits have 
held recently, 
have been topping month-by-month re- 
sults of a ago. Its formula is: 
“Work harder to attract new business, 
Keep 


costs.”’ It’s 


about even and, more 


year 


cutting prices where necessary. 


grip on 
working so hard on new business that 


a rib-crushing 


even its president personally goes out 
afte) And the road 
new machines that cut down on the 
work that salesmen 
It gives them more time to sell 
pays off. 


What these cases tell us is that, in 
spite of the 


tres are 


sales. 


has put in 


used to do. 
and it 


paper 


recession, the opportuni- 


there for those who can take 


advantage of them. 


And, growth 
changing and competition for the con- 
sumer’s 


although patterns are 


dollar is more intense, long- 


range economic. prospects are good. 
While, as we all know, production has 
fallen, needs for more goods and serv- 
ices are accumulating. In the next 15 
to 20 years it’s likely that the whole 
economy will nearly double. Average 
purchasing power will greatly increase, 
including the ability to 


public’s buy 


more telephone service. 


Anticipate Customers’ Wants 

If we are to capture our share of the 
customer’s growing purchasing power, 
must understand changes 
in customer ideas as they will relate 
to telephone service. We must 


however, we 


antici- 
pate his wants and needs in this chang- 
ing world. Good telephone service in 


1957 won’t be good enough in 1975. 


Also, we ourselves must help to cre- 
ideas. The 
automatic gearshift did not become al- 
most a standard accessory because auto- 
mobile owners asked for it. Automobile 
didn’t know what an 
automatic gearshift was. Instead, the 
automobile industry created a_ better 
product—a quick-and-easy product, in- 
cidentally—and then sold the public on 
it. 


ate changes in customer 


owners even 


The public won’t always know what 
it wants, but it will always want some- 
thing that’s really better. 


that’s better, 
creating a desire for it, and selling it 
at a profit is what we call ‘“merchan- 
dising.” Merchandising also 
the process of making our 
equipment more profitable. 


Providing something 


includes 
existing 
Telephone 
equipment must be ready to serve at 
all times, and this means that there 
will always be many hours during which 
substantial portions of our equipment 


are sitting idle and unproductive. De- 


veloping ways to make it more produce 


tive during these periods is a major 


function of merchandising. 

We at Bell are 
aware just 
merchandising. Recognizing that we are 
still just like to 
with you ideas 


Illinois very much 


that we’re beginners in 
beginners, I’d share 


some of our and ex- 


periences. 

First, you may ask, why do we con 
sider merchandising and selling to be a 
good policy? five 


reasons: 


There are majo 


Stimulates Profits 

Number fact that it 
help us make a profit. We, and 
too, I’m sure, don’t want to be in the 
position of the who was 
counting his change at the bank. Afte1 
he had counted it three times the cash- 
“What’s the 
Didn’t I give you the right 

“Well,” replied the Ver- 
monter, “just barely.”’” We don’t want to 
We want to 


make 


one is the can 


you 


Vermonte1 


ier finally said to him, 
matter? 


amount?” 


just barely come out even. 
make a profit—in fact, we 


a profit. 


must 
Personally, I am convinced 
that effective, 
dising represents important profit op- 


firmly 
hard-headed merchan 
portunities for the telephone business. 
While probably it can never offset con- 
tinued inflation with recurring in- 
creases in wages, nevertheless, it should 
furnish important help in this direc- 
tion. Over the long-pull, it 


may well 


mean the difference between financial 
success for our companies and totter- 
ing on the edge of survival, the fate 
which many railroads are now experi- 


encing. 


Profit opportunities exist in provid- 
ing new and better services, in devel- 
oping our side-hour business to make 
present capital investment yield a bet- 
ter return, and in promoting usage of 


our most profitable present services. 
We put the emphasis, of course, on 

which are 

profitable, but obviously not to the ex- 


selling the services most 
clusion of others that are necessary to 
complete the good-service picture. Good 
profits at the expense of good service 

folly. Fortunately, the two 
incompatible. In fact, 
not possible without the other. 


would be 


are not one is 


Aside from requesting higher rates, 
which we don’t like to do, and cutting 
down on expenses and capital spend- 
ing, which we do at every opportunity, 
effective selling is just about the only 
way we have of influencing our profit 
picture. It would be poor management 
indeed to overlook such an opportunity 
to help ourselves. 


A second reason why we’re selling is 
because it helps keep the business alert 
toes. We well 


and on its are 
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that companies which are most highly 
regarded by the American public are 
those that think ahead, epitomize prog- 
ress, and are always selling new and 
better things. A business that’s on its 


toes to make a sale will be alert and 


progressive in other ways, too. 


Selling Is Good Service 
Third, 


The whole idea of merchandising is to 


good selling is good service. 


provide the customer with something 
better for him that’s also profitable for 
us. If it doesn’t mean better service for 
the shouldn’t sell it. If 
the customer has more equipment than 


customer we 


he needs, we should advise him to take 
out any excess. 

It’s 
studies 


Fourth, customers like us to sell. 


good public relations. Recent 
made by our plant and commercial de- 
that 


having constructive 


partments showed customers ap- 


preciated sugges- 
tions about their telephone set-up made 
by plant men and the girls in our busi- 
ness offices. The results indicated that 
we are interested in our customers and 
want to help them get the most value 
from their service. 

And, last, but by no means least im- 


portant, a well-administered merchan- 
dising and selling program is good for 
like the 


Participation is 


employe morale. Employes 
challenge it 


word of 


provides. 


a magic success in almost 
every endeavor, and selling gives em- 
ployes a participating role and a sense 
of accomplishment. They can see tangi- 
ble results immediately and enjoy the 
satisfying glow of knowing they did it 


themselves. 


Merchandising profitably is a goal 
just as giving good service is a goal. 
As it 
pat formula by which it can be done. 
It doesn’t doing just 
thing o1 In fact, most 
of the of are 
ideas that haven’t yet been thought of. 
And, like the good service goal, mer- 
profitably is a goal we’ll 
never fully reach. There’ll always be 
something better to shoot for. 


is with good service, there’s no 
consist of one 
a few things. 
consist 


things it will 


chandising 


New Concept Needed 
From the time the telephone was in- 
vented down to the present, the long- 
range goal of our industry has been a 
telephone in every household. This goal 


is nearing achievement. Where do we 
go from here? That is a key question, 
because a new concept of growth and 
service development for the future 
needs to be formulated. This new con- 
cept very likely will present telephone 
service in a much different and more 
than it plays today. On 
the other hand, I can tell you positively 
that if our goal of the future simply 
‘alls for perfecting the 
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varied role 


services we 


have today it will amount to standing 
still and will lead to eventual decay. 

One of the basic problems we must 
‘face is the fact that the public’s pres- 
ent concept of telephone service is ex- 
limited. and 
getting the public to adopt a new con- 


tremely Changing this, 
cept of telephone service, is a most im- 
portant job on which we all must work 
together. 

The same lack of sophistication which 
characterizes the public’s thinking 
about telephone service today, once also 
the publie’s thinking 

But the kitchen manu- 
facturers have learned that long-range 
from staying just 
year of the customer, but 
from being far ahead of him. The cus- 
tomer something to 


characterized 

about kitchens. 
success comes, not 
one ahead 
must be given 
for. So every year Mrs. House- 
with “kitchens of 
kitchens,” 
kitchens with all sorts of fancy names 


yearn 
wife is tantalized 


tomorrow,” “electronic and 
and distinctive decors—many of them 
with features that aren’t and perhaps 
never will be available on the market. 

Efforts such as this have given Mrs. 
Housewife a concept of what a 
modern kitchen should be, so that she 
“just her old 
sink and cabinets any longer. 


new 


can’t stand” stove and 

If we’re going to create a new con- 
cept of telephone service in the public 
mind, we, also, must dare to be out in 
front, exciting the public’s imagination 
and tickling its fancy. We must not be 
afraid of having a backed-up want for 
That’s the best asset 
we can have, and if we ever run out 
of it we are in trouble. 


something better. 


Vertical Expansion Needed 
one in this can help 
build the public’s concept of telephone 
service, and I hope you are working at 
it and advertising it. One elementary 
part of the new concept is handy tele- 
phones in color, kitchen telephones, bed- 
room telephones, business telephones, 
telephones wherever they’re needed. 
What example are we setting? What 
color is the telephone in your kitchen? 
Do customers see telephones in color 
in use when they walk into your offices 
to pay a bill? Do have 
thing new and modern on display in 
your offices? Even if it’s something you 
can’t install, it’s helping build up a 
backlog of new what tele- 
phone service can and should be that 
someday will create a profitable market 
for you. 


Every room 


you some- 


ideas of 


Ever since telephone service started, 
growth has largely been in the 
form of horizontal expansion, that is, 
spreading out facilities to serve 
more and more people. This has been 
expensive involving as it 
does central office equipment and out- 


our 
our 


expansion, 


side plant, in addition to station equip- 
ment, for every single telephone added. 
Now a big part of our opportunity lies 
in vertical expansion—more services in 


the home or business using basically 


the same central office equipment and 
This 


new equipment and, priced 
certainly help our profits. 


outside plant. involves much less 


right, can 


Another problem to be faced in get- 
ting started on a merchandising-selling 
program is: How do you go about sell- 
the We 


have learned from experience that best 


ing in telephone business? 
results come from building the selling 


job right into our service job. Our 


plant and commercial people are all 
sales people. 

At the 
partment is accounting for 35 per cent 
of all regular 
on-the-job contacts. You that 
wouldn’t have if 
we hadn’t begun to build the sales job 
And it isn’t just 
the better profit from on-the-job selling 
that we like. As I mentioned earlier, 
this approach means better service for 
the who likes to have con- 
structive suggestions while he’s 
talking to a “‘telephone expert,” or has 
one so handy that the suggestion, sale, 


present time our plant de- 


our extension sales in 
can see 
sales we 


these are 


into the service job. 


customer, 
made 


and installation can be made instantly 
on the Please note that 
a quick-and-easy feature which we can 


spot. this is 


offer, and the customers love it. 


Advertising Pays 
Our advertising helps us in on-the- 
job selling, too. Its purpose is to cre- 
ate a ready market, preconditioned for 
buying at the time an employe is on- 
the-spot to complete the sale. 
Adequate and careful training of all 
contact people is an essential, of course. 
There’s an old saying that “salesmen 
made.’ While there’s a 
grain of truth in this, a lot of poten- 
tial selling ability can be uncovered in 
everyone. There are training 
techniques which build confidence in the 
employe and develop his skill at sell- 
ing. Most of our contact employes can 
become really effective salesmen. 


are born, not 


almost 


However, the big variable, we’ve 
found, is the amount of enthusiasm 
applied at the point of sale. Such en- 
thusiasm starts with enthusiastic su- 
pervisors. A low-selling group will 
a high-selling group almost 
overnight when an enthusiastic super- 
takes over. If our entire com- 
pany were doing the same job that the 
top-enthusiasm groups are doing, our 
sales would be taking off like a rocket. 
The attitude, in turn, 
traces back to the enthusiasm shown by 
his boss, and by the general manager, 
and by the president. There’s 


(Please turn to page 42) 


become 


visor 


supervisor’s 


some 
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Management Development Programs 


Urged at Pennsylvania Convention 


AIN THEME of the 56th annual 
convention of the Pennsylvania 
Independent Telephone Associa- 
tion was management development in 
various phases. The convention 
held May 27 and 28 in Bedford. 

A. C. Herbert, executive vice presi- 
dent of the stressed the 
value of management courses both 
within and without the industry. These 
courses can serve as keys to building 
strong leadership in personnel who will 
be the “managers of tomorrow to carry 
us to still higher levels of 
ment.” 

Mr. Herbert cited President Eisen- 
hower’s address to the American Man- 
agement Association in May in which 
he stated that an economic upturn was 


was 


association, 


achieve- 


occurring and the recession was slow- 
ing down. 


Mr. Herbert quoted the President as 


By Lorraine M. Quinn 


stating, “‘These are fast moving times. 
The faint and the 
who hang back today are apt tomor- 
the crush of 
It has been the tough-minded 
history 
America. It is 


hearted doubters 


row to be trampled in 
progress. 
has 
still 


optimists whom proved 


right in true in 
our time.” 

Mr. Herbert contended that the Inde- 
Bell 


among the 


pendents and the System should 


be counted optimist class 


because made 


the 


these two groups have 
“You Auto Buy Now” 
reality through their extensive building 
“You Auto Build Now” is 
Mr. Herbert said, 
he added, referring to Pennsylvania’s 


slogan a 


programs. 


your slogan, and 


record: 


“Your construction budgets for 1958 
are 20 per cent or 5 million dollars 
higher than the 25 million you spent 
in both 1956 and 1957. Bell’s expendi- 


ture of 120 million dollars last 


was also a record high... . 


year 


“This record construction budget has 
resulted in still further increases in 
our investment per telephone which is 
now up to $265, and is only slightly 
below that of Bell.” 


Mr. Herbert 
the telephone 


said, “Another sign of 
business remaining 
healthy is that our total revenues are 
a faster rate than 
growth of telephones, showing that toll 


increasing at our 
Revenues were 
last year and 
the 50-million 


business is increasing. 


over 46 million dollars 


will no doubt go over 
mark this year. ... 
“We 
still 
tions. 


third 


system.” 


but 
sta- 


are now 83 cent dial 


magneto 


per 
have about 25,000 
Of the dial 
now 


about 
numbering 


stations, one 


are on the 2-5 


As another sign of steady growth, 


Mr. Herbert noticed that “‘companies 


a) Nigh a 


Directors of the Pennsylvania Independent Telephone Association are (left to right—first row): A. C. Herbert of Harris- 
burg, executive vice president: H. G. Payne of Export; G. M. Keefer of Gibsonia; W. M. Gottschall of Lansford, vice 
president: B. V. Cobler of Knox, vice president; A. N. Seward of Jamestown, N. Y.;: L. R. Thurston of Harrisburg; G. B. 


Rudy Jr. of York, treasurer, and J. 
L. F. Shepherd of Erie, and H. Y. 


K. Stoltzfus of Birdsboro. 
Smith of Columbia. 


Second Row (left to right): G. A. 
Third Row (left to right): K. 


Ruhl of Lewisburg: 


B. Schotte of Kittanning: A. J. 


Sordoni Jr. of Dallas, president-elect; and R. B. Scott of Waynesburg, outgoing president. 
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are getting bigger which usually makes 
them stronger.” He that there 
are only 11 companies in Pennsylvania 
with Nine, he 
million-dollar- 


stated 


revenues under $25,000. 
mentioned, are in the 
and-over class, and 25 more, he 
of $100,000 making a 


total of 34 Class A companies. 


stated, 


have revenues 


Turning to the subject of reimburse- 
ment for facility relocation along fed- 
Mr. Herbert 


eral-aid highways, said: 

“The Highway Department is con- 
sidering issuing permits that will say 
that in accepting the permit you waive 
any claim for reimbursement unde1 
present or future laws. Our counsel 
believes such a stipulation may be un- 
constitutional and suggests you contact 
the association office if you have any 
trouble with permits.” 


Mr. Herbert suggested that this elec- 
find out 
where Congressmen stand on the issue 


tion year is a good time to 
of removing the telephone excise tax, 
as well as how each feels about high- 
reimbursement. 


way relocation 


Another new activity for the associa- 
tion this year, Mr. Herbert reported, is 
participation as a sponsor in the state- 
wide Community Development Contest 


conducted by the Chamber of Com- 


merce. He urged 
support the project in their communi- 
ties. 


telephone men _ to 


In his president’s report, Ralph B. 
Scott of Waynesburg noted the advan- 
tages accruing to a small company 
He mentioned that 
part of 


was what keeps some small companies 


because of its size. 
interest on the key personnel 
alive. If a company is too small, then 
offer a 


He added that too many compa- 


a merger might solution, he 
said. 
nies die in their earlier years because 
of failure to keep up with the advance- 
ment and growth of the times. 


Mr. Scott continued: 


“It is recognized 
expands, the 
out of 


that as a utility 
overhead expense grows 
proportion. The simplest and 
most economical manner of running 
any business is for the manager to be 
able to assist or supervise personally 
all important operations. By so doing, 
subordinate employes are in constant 
training.” 


Mr. Scott also emphasized the value 
of management training courses as aids 
in developing leadership and incentive. 
that “the 
manufacturers of industry 


He stressed Independent 


our have 
kept abreast of the technical develop- 
ments of our day, and by employing 
modern equipment, there is no reason 
small ex- 


changes cannot give the same grade of 


why small companies and 


service as the large.” 


One small 


valuable assist to a com- 
pany, Mr. Scott reminded his listeners, 


is the association’s 
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policy of making 


Ralph B. Scott, outgoing association 
president, presenting his report. 

available competent help to assist in 
legal and clerical matters for the mem- 
ber companies. He 
to all 
cost to the 


said, “‘This service 


is available and is worth many 


times its small 


company. 


You should not hesitate to avail your- 


selves of this service.” 


Mr. that the small 
company because of its close personal 
with its 


Scott concluded 


contact customers has “a 


golden opportunity to serve.” 


One of the main convention addresses 
was delivered by David L. Harrington, 
chairman of the board and chief execu- 
tive officer of the Reuben H. 
His was, 


Donnelly 


Corp. topic “Building the 


“Building the Management Team” be- 
ing discussed by David L. Harrington, 
chairman of the board and chief execu- 
tive officer of the Reuben H. Donnelly 
Corp. 


Management Team,” an idea which he 
claims is not something new. However, 
make the 


program 


he said, to management de- 


velopment successful, is a 


challenge. 


He pointed out how companies “have 
depreciation 
and 
spent the 
necessary to 


very carefully set aside 
buy 


few of us 


reserves to new equipment 
have 
effort 


satisfactory 


plants, but 


money, time, and 
build a 


tential 


Yet there are businesses, continued 
Mr. know of 
that have folded because of inadequate 
replacement of leadership. With the fi- 
of the 
business publications full of news about 


inventory of po- 


management personnel.” 


Harrington, that we all 


nancial pages newspapers and 


companies reducing costs, and effecting 
major economies in the face of business 
recession, it is certain that many man- 
agement development 


programs are 


dead on the wayside. 


Management development is a pro- 


gram that can be thrown into the ash- 
can very easily, said Mr. Harrington, 
but this is not wise. He added: 

“In spite of the need to economize 
wherever possible, it is my opinion that 
with business getting tougher and with 
sales harder to make, it is more im- 
portant than ever before that manage- 
ment understand the techniques neces- 
sary to get the best results from the 
people reporting to them that 
through working with them and coun- 
seling with them, management is able 
to help them overcome their weaknesses 

that they are made more productive 
salesmen and saleswomen. 


“It is more important than ever 
before that management be expert in 
conducting meetings and conferences 
with the people reporting to them so 
as to save their time and thereby allow 
them as much productive time on their 
jobs as possible. és 


One of the first 
ful management development program, 
according to Mr. Harrington, lies with 
the company’s determination to make it 
permanent. 


steps of a success- 


Important to the continuation of the 
program, he said, is “the support, par- 
ticipation, and leadership of the chief 
executive the ‘Organization 
Development Program.’ ” The term “Or- 
ganization Development” 
“Executive Development Pro- 
gram” for psychological reasons. Mr. 
Harrington feels it is much better to 
the organization in need of 
development rather than the executive 
needing development. 


officer in 
was chosen 
over 


consider 


Another requirement is that the per- 
son chosen to head the program be in 
a ‘high position’ level since his com- 
pany-wide responsibility makes it in- 
cumbent. Mr. Harrington feels that an 
in-the-company choice is better for this 


(Please turn to page 45) 
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A Telephone Man 
Looks to the Future 


By Donald C. 


Power* 


AM VERY happy to be here today. 
In fact, I’m always happy to be in 
I like the optimism I find 
here; I like the fine feeling of constant, 
active growth I find here. 


Texas. 


To me, the word “growth,” as it is 
used in relation to our country and our 
one of the 


English 


economy, Is most 


in the 


exciting 
language. I hope you 
won't accuse me of spreading malicious 
when I that there are 


growth these United 


lies say many 


areas 1n States, 
in addition to Texas. 

I feel that 
pert on growth because my company 
the General Telephone 
largely located in growing areas; and 
consequently we are a growth company. 


I’m something of an ex 


System — is 


I am also—like so many of you Tex- 
By that I mean I 
prefer to stick with the concrete facts 
and to take encouragement 
from what is, rather than to gaze into 
a clouded crystal ball and go 
blue funk over what might be. 


ans—an optimist. 
at hand 


into a 


And the facts at hand tell us this is 
a good year. They give us every rea- 
believe that the years immedi- 
ately ahead will be good years. 


son to 


Now there’s another pretty exciting 
the word “good.” At the risk 
of being ridden out of Texas on a rail, 
I want to say that we Americans have 
fallen into a bad habit about superla- 
tives. 


word: 


We have become preoccupied with the 
best, the biggest, the greatest; and this 
is a dangerous state of mind. If it 
isn’t the best year, the biggest 
the greatest year, we 
short. 


year, 
tend to sell it 
will set records 
from time to time. Certainly we should 
always aim for record years. But we 
can’t have the “greatest’”’ year every 
year. And there’s nothing wrong with 
having the “‘second greatest,” the “third 
greatest’’—or even just a good year! 


Certainly we new 


As a matter of fact, there’s much to 


General 
befor 


*Mr. Power, president of 
Corp., gave this talk recently 
(Tex.) Downtown Rotary Club 
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be gained from these plain “good” 


years which between the 


peaks. 


can occur 
There’s an opportunity for con- 
solidation and adjustment that will put 
a firm foundation to the next 
There’s a lot of profit. There’s 
a lot of good living. 


boom 
years. 


It is true that the economic pace of 


this country has slackened somewhat. 
And even though the downward trend 
has been arrested, it will be some time 
before we move ahead 
again at full throttle. 
that 1958 is a 


many and unmistakable: 


move up 
But the 
good 


indi- 
cations year are 
I do not propose to discuss or analyze 
the stock market, but if you will look 
at the New York Stock Exchange, the 
American or any of the other 
you will find that relatively few com- 
panies are setting earning records. But 
you will also find that most compan- 
profit to pay 
good wages and maintain dividends. 


lists, 


ies are earning enough 


Unfortunately, bad news always 
lends itself dramatic 
treatment than good; and we hear more 
about dividends are 
The important thing, however, is 
that they are a minority in our econ- 


more easily to 
companies whose 
cut. 


omy. 

I think there’s another reason why 
some people tend to wallow in gloom 
and to overemphasize the soft spots in 
our economy: we generalize too much. 
We make a kind of fetish out 
erages. 


of av- 


You probably know the 
the man 
had an average depth of 3 
stepped into a 10-foot hole. 


story about 
lake that 
feet. He 


who drowned in a 


There are many parts of the country 
where contrary to the 
so-called “average” and enjoy a happy 
prosperity. 


industries run 


Dallas is a handy example of what I 
am talking about. 
reported that first quarter building per- 
mits were up 60 per cent. Payrolls had 
increased about $338,000 a week; and 
there were 1,200 jobs unfilled. There 
was even an increase of 9,000 new car 
registrations for that period. 


A recent news story 


Texas we know more in- 
timately is Baytown, which the General 
System services. 


An area in 


Its population has al- 
most doubled in the 
And that 
installations have increased 69 per cent. 


past seven years. 


during time our telephone 


There is equally good from 


of the 
for example, 


news 


other parts country. In the 


farm areas, reports in- 
dicate a steady improvement in condi 
tions. Unfortunately these tidings have 
been a little slow in catching up with 


earlier bad farm news. 


In the first quarter of 1958, farm net 


income shows an increase of 11 per 


cent over last year and the U. S. De- 
partment of Agriculture predicts that 
farm income for the entire year will 


show an improvement of 5 to 10 pe 


cent. 


We know how that will spread. We 
know that it 
of farm 
clothing, groceries, telephone services, 


will mean increased sales 
equipment, of automobiles, 


home utilities of just about every- 


thing. 


Housing is another area which shows 
than a lot of 
aware of. 
significant 
FHA (Federal Housing 
tion) and VA (Veterans 
tion) mortgages. This, of course, means 
that people with limited funds have a 
better 


The 
is not tremendous. 


more improvement peo 


ple seem to be Recent re- 
increase in 
Administra- 
Administra- 


ports note a 


chance to buy a home. 


improvement in housing starts 

It is not a greatest 
shot. But it is en- 
couraging to find that there were 15,- 
600 privately financed 
units built in April than in March. It 
that there will be 950,000 
built this year—a _ satisfying 
over last year’s 880,000. 


year, by a long 


more housing 
indicates 
houses 
advance 
Again, the improvement will spread. 
Because usually the purchase of a new 
involves the 
goods and services—including, I hope, 


house purchase of new 
the installation of several telephones 
for various recreation and work centers 
around the home. Too, it is logical to 
expect that additional telephones in 
the homes will increase the telephone 
requirements of stores and offices. 


These facts have an important mean- 
ing for me. I know them better than 
just statistics or lines on a chart, be- 
cause to us at General Telephone they 
have a direct influence upon our own 
growth. 


During the past eight years we have 
added 2,800,000 telephones. This year, 
we are continuing to install 750 new 
telephones every working day. If we 
are a reflection of the soundness of this 
country’s economy—and I believe we 
are—then economic conditions through- 
out the country are in fine shape! 
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Business Success Principles 
And 1959 
as good 


promises to be every bit 
providing only that we busi- 
nessmen recognize and act by three sim- 
ple principles: 

First, we must encourage consumer 
spending by giving the public what it 


wants, the way it wants it. 


Second, we must meet our responsl- 
bilities and take full advantage of out 
opportunities by increasing our capital 
outlays for expansion. 

Third, we 
takes 


stem 


must learn from past mis- 
we must take positive action to 
curb reckless 
that can be fi- 
unfair 


inflation; we must 


government spending 


nanced only by inept, and in- 
ordinate taxation. 

Now we all know there is still a lot 
of consumer money to be competed for 
in the United States in and 


services which people need and want. 


goods 


People may not buy as many auto- 


mobiles as they used to—but they are 
certainly ready, willing and able to buy 
a lot of outboard motors and boats, a 
lot of gardening tools and outdoor liv- 
ing equipment, a lot of television sets 
hi-fi of electricity 
and gas and fuel oil and coal 


and players, a lot 
yes, and 


a lot of telephone service! 


The way to tap this huge market is 


to produce goods and services on a 
basis continually acceptable to the 


American public. 
At the 


ment 


recent American Manage- 
Association’s Economic Mobiliza- 
tion Conference in New York, one of 
the key meetings emphasized the success 
now being enjoyed by new 


restyled 


products, 


products and, in some cases, 


lower-priced products, 

It is, as I have said, simply a case 
of giving the consumer what he wants, 
the way he wants it. 

In our own experience, General Tele- 
phone has been trying an experiment 
in demonstrating to selected farm areas 
the convenience of additional tele- 
phones, such as extensions in the barn, 
the corn shed, the dairy 
farmhouse kitchen, 


and in the 
laundry and_ bed- 


rooms. 


The results have 
The farmers report they are pleased 
because they don’t have to run all the 
way back to the house to answer the 
telephone or talk to their wives. Their 
Wives are more enthusiastic be- 
cause, as several farm ladies declared, 
“He doesn’t get manure all 
rugs.” 


been heartening. 


even 
over the 


Call it demonstration, call it cus- 
tomer research, call it what you will: 
there can be no doubt that all of us 
can help to increase consumer spend- 
ing—and help to guarantee the future 
—by offering our customers more serv- 
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ice, new service and better service . 
service and products the public wants 


and needs. 


U.S. a “Growth Situation” 

I have mentioned the importance of 
continued capital expansion to our fu- 
ture prosperity. Here again optimism 
reasoning optimism—enters into the 
Do you or do you not believe 
that the United States is, to borrow a 
Wall Street phrase, “a 
pany”? Since I don’t own a crystal 
ball, I won’t try to predict, point by 
I will 
merely say that J believe the line which 
will chart our growth for the next 10, 
20, 30 years reaches a point far above 
where we are today. 


picture. 


growth com- 


point, what is going to happen. 


Our confidence in this optimistic fu- 
ture is strong enough to justify the 
investment of 200 million dollars by 
General Telephone in capital expansion 
in 1958. And we’ll be making equally 
large expenditures during the ensuing 
four years! 

But this is not one man’s opinion- 
or one company’s action. Monday, June 
9, the New York Herald Tribune re- 
ported that American 
to spend almost 31 


industry plans 
billion 
capital expansion this year. 


dollars for 


Now that is not the largest capital 
investment industry has ever made. In 
fact, it is the third largest. I insist 
that it is impressive and confidence- 
inspiring, regardless of its relative rat- 
ing. 

It’s a lot of money. It’s the kind of 
positive action our country needs if the 
future is to be a and 
healthy one. 


prosperous 


Nor is this action being undertaken 
by industry alone. A recent poll by the 
National Retail Merchants Association 
reported that 81 per cent of its mem- 
bership was going ahead with planned 
capital investments. Obviously they, 
too, recognize this is no time for timid- 
ity, for wailing and quailing and view- 
ing with alarm. They, too, believe this 
is a time for doing—and my hat’s off 
to them! 

I believe that we are resourceful 
enough to attract and maintain a high 
level of consumer spending. I know 
We are courageous enough to back our 
belief in the future with vitally neces- 
sary capital expenditures. It remains 
to ask only this: are we wise enough 
to correct the mistakes we have made 
in the past? 

The record of those mistakes is wide 
open for us to read. That we made 
them is unimportant. But to repeat 
them would be unforgivable! 


Beware of Inflation 
Certainly high among the lessons we 
ought to have learned is that inflation 


is a costly business stimulant. It has 
the short-range palliative qualities of a 
and all the direful aftereffects 
Even the smallest, 
(“controlled,” did they say?) 
bound to lower the 

power of segment of 


drug 
of one. induced 
amount- 
—— ie purchasing 
every our 
By leaving us with dollars that 
buy very little, it robs each of us of a 
portion of his earnings. In short, by 


dint of prodigious effort, inflation man- 


econ- 


omy. 


ages to produce more of less. 
Inflation will not be eradicated, but 
it can be arrested. It can be arrested, 
in part, by putting an end to the prof- 
ligate spending of money by 


ment. 


govern- 
It can be arrested by leaving a 
larger part of the national income in 
the hands of the people who earn it- 
thus enabling them to buy more of the 
goods and services they want and need. 


How well a sprawling government 
bureaucracy uses the monies it extracts 
through unfair excise taxes and high 
income taxes is for you to judge. There 
feel that inflationary 
pressures would be greatly reduced if 
much of what is being undertaken in 
Washington today done at the 
level much more 


are those who 


were 
local and inexpen- 
sively. 

There is no question that excise taxes 
could easily be eliminated or reduced 
and that income taxes—corporate and 
private—could be modified broadly and 
on a lower basis. The stimulus to pri- 
vate enterprise would be marked and 
of lasting benefit. 


Of course, the threat of deficit which 
would result from such action 
require keeping federal expenditures 
within the target range of antici- 
pated income. This is an antiquated 
idea; but nevertheless, it has a certain 
old-fashioned charm. In fact, I often 
wonder what would happen if some of 
the economies and efficiencies being 
practiced in American business today 
were to spill over into governmental 
affairs. Could it be that the inflationary 
trend—or at least the part the govern- 
ment plays in it—would be 
down? 


would 


slowed 


Inflation . . . high taxation . and 
governmental extravagance—these are 
the forces which pose the real threat 
to our economic well-being. These are 
the forces which we must fight ag- 
gressively before we will be able to 
move on to higher ground. 

At General Telephone, we are prac- 
ticing what we preach. Every phase 
of our activity is being scrutinized to 
ensure that it conforms to the three 
requirements of a healthy business— 
and a healthy America. We are pro- 
viding goods and services which ex- 
perience and research tells us will 


(Please turn to page 54) 
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LIGHTWEIGHT electronic dis- 
tance measuring device, designed 
to eliminate the laborious and 
time-consuming taping method used in 
surveying, is now under test by the 
U. S. Army Engineer Research & De- 
velopment Laboratories, Fort Belvoir, 
Va. 

Designated the ‘Tellurometer,” the 
device consists of a master and a 
remote or “slave” station setup at op- 
posite ends of the line to be measured. 

Tests have indicated that by using 
this instrument, measurements up to 
40 miles can be made in one-tenth the 
time, and with fewer workers than 
are required by the conventional tap- 
ing method. Two men can operate the 
Tellurometer, and measurements can 
be completed in 10 to 30 minutes, de- 
pending upon the accuracy required. 
The equipment may be operated under 
a variety of terrain and weather con- 
ditions. 

Equipment for each station weighs 
approximately 90 pounds and can be 
back-packed by two men. 

In operation, the master station 
transmits a microwave signal which is 
received and transmitted back to it 
by the remote station. On receipt of 
the re-transmitted signal, the master 
station measures the travel time of the 
radio waves. The measurement is read 
and controlled by the master operator. 
The remote operator merely performs 
switching and tuning operations at the 
direction of the master. 

A built-in duplex radio-telephone cir- 
cuit permits the operators to communi- 
cate with each other. 

The Tellurometer is simple to oper- 
ate. Only two days are required to 
train a master-station operator, and 
even less time for the operator of the 
remote station. The device was de- 
veloped by the 
Research Laboratory of the 
African Council for 
Industrial Research. 


Telecommunications 
South 
Scientific and 
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We have just recently witnessed a 
demonstration of a small dial switching 
system that is certainly novel and 
appears to have certain advantages for 
some special applications. This system 
measures only 4 inches x 7 inches x 9 
inches and weighs only about 10 pounds. 

It is 10 lines and one link, but other 
lines and links may be added, as re- 
quired. It has its own power supply 
from dry cells or a power pack that 
operates from 110 volts ac. The system, 
when in use, draws about one-half 
ampere at 24 volts. 

The switching mechanism consists of 
two stepping relays and nine of the 
conventional telephone type. Ringing 
current, dial and busy tones are pro- 
vided. Similar systems of 30 lines, 
expandable to 46 lines are now in 
service. 

A control device was also demon- 
strated that could be connected to one 
line of the dial switching system. Dial 
this number and a set or sets of con- 
These contacts are 
closed until the number is dialed a 
second time when they are released. 


tacts are closed. 


It would seem that this system could 
be pole-mounted and used to advantage 
to switch rural subscribers to avoid 
connecting so many parties to one- 
party lines. It is believed that the 
system could be powered from 110 volts 
ac with dry cells to carry the load 
during power failures. 

It appears reasonable to assume that 
small systems of this 
or similar types will eventually come 


pole-mounted 


into general use on many of our over- 
loaded rural lines. 
+ 


Outdoor type telephones in booths 
are now located at convenient points 
throughout practically all communities 
and can serve a most useful purpose 
in the event of an emergency. It does 
seem a pity, however, that some ar- 
rangement has not been provided to 
make a call in an emergency without 
the use of coins. 





He Plant Man's Notebook 


BY RAY BLAIN, TECHNICAL EDITORIAL DIRECTOR 


This feature is provided on pay- 
stations in some foreign countries and 
is being used to advantage. An acci- 
dent could occur near an outdoor booth 
late at night and a suitable coin might 
not be available for use in calling for 
assistance. 

In cases of this nature, a few seconds 
could mean the difference between life 
and death for one or more individuals. 


While on the West Coast recently 
we heard of a local inventor who has 
perfected a new type of electrically 
propelled automobile. It is claimed that 
he drove his car from coast-to-coast 
with an expenditure of only $4.50 for 
electric power. The extension cord, 
however, cost over $6,000. 


We have just received a copy of the 
Insulated Power Cable Engineers Asso- 
ciation Standard S-50-434 for “Test 
Procedures for Polyethylene-Insulated 
and Jacketed Paired 
Cable.” These procedures cover the 
minimum testing requirements for polv- 


Communication 


ethylene-insulated and jacketed paired 
communication cable. 

Copies may be obtained from Mr. 
G. M. Haskell, Secretary, 283 Valley 
Road, Montclair, N. J., at 50 cents each. 


With the present do-it-yourself craze 
there are a lot of books on the market 
on how-to-do-it. We have heard of such 
titles as “Brain Surgery Self-Taught,” 
and “Embalming can _ be 
don’t ask us for the name of the pub- 
lisher of these volumes. 


Fun,” but 


A time announcer is in service on 
the U. 
system at the Presidio of San Fran- 
cisco. Subscribers may obtain the time 
of day by dialing “TIME.” This is 
proving to be a most satisfactory ar- 
rangement. 


S. Army Signal Corps telephone 
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The big picture 


Broad...clear...open. It’s America’s changing pattern of living, as 
households, businesses, industries spiral outward from the 

cities. 4,100 separately owned Independent telephone companies 
are part of this picture...providing modern service to spreading 
suburbs and communities in 47 states. There’s room to grow 
where Independents serve. Their 3 billion dollars in telephone 
plant and equipment is an investment in the nation’s future. 


INDEPENDENT TELEPHONE COMPANIES 
helping you reach all America. Penssivania Building Washington, D.C. 


This 47th USITA national ad to appear in July 14 Time and September 26 U. S. News & World Report 
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A MEMBER OF THE ONE OF AMERICA'S GREAT 
GENERAL TELEPHONE SYSTEM COMMUNICATIONS SYSTEMS 





Offer your subscribers Electronic Secretary service. 
This marvelous machine gives them efficient, automatic telephone 
answering and message recording service 24 hours a day. 


It answers subscribers’ telephone calls while they are away, 
and gives a uniform recorded announcement to their customers, 
clients, and friends. It saves them time and money. 


Here’s an example of what Electronic Secretary does for you, the 
average telephone company. If you invest $415 in an 

Electronic Secretary DCR-1 Answering and Recording Unit, 
you receive $150 rent a year from the subscriber. 

This means you receive a 36% return on your investment 

the first year. You earn another $15.00 as an installation fee. 

The Electronic Secretary can be installed in 5 minutes 

—can be located anywhere. 


Every business is a potential user of the Electronic Secretary. 
Service companies, churches, homes, doctors, lawyers, 

brokers, and theatres are a few. Several models are available. 
Write Leich for more details. 


REVENUE For Your TELEPHONE COMPANY 


Many telephone companies are earning substantial monthly 
revenue from DuKane Paging and Alarm Systems. 


These systems provide electronic audio equipment for 
transmitting vocal messages or signals throughout a building. 
They are also available for making announcements, 

or broadcasting music. 


Switchboard attendants, like those pictured here, can 
operate a DuKane System easily. The paging microphone is 
conveniently located on top of the switchboard. 


Many business firms have found DuKane Paging and 

Alarm Systems much more flexible and efficient than a code call 
on a PABX. The DuKane Systems leave the telephone 
switching equipment free for other duties. Then, too, the 
DuKane unit can transmit essential information to many people, 
while a code call can only summon a person to a telephone. 


Louden Machinery Co., Fairfield, Iowa, has a Leich 

PABX that is equipped with an optional paging circuit. 

This allows any inside telephone to dial a number which connects 
it with their DuKane unit. 


Rates have been established for this DuKane service. 

Revenue figures from companies now furnishing DuKane Paging 
and Alarm Systems indicate they are a good investment 

for you. You can earn over 14 of your original investment 
each year. Write Leich for more details. 


LEICH SALES CORPORATION, 427 WEST RANDOLPH STREET. CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 WEST PICO BLVD., LOS ANGELES 64, CALIFORNIA SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS 


SOUTHEAST: 5126 S. LOIS ST., TAMPA 11, FLORIDA 


manufacturers of telephones, switchboards and related apparatus since 1907 





ONLY Senewenn | 
GIVES YOU 


Over 10% of the Independent dial telephones in the United States are 
served by Strowger Automatic Toll Ticketing. Introduced in 1948, saTT 
quickly gained acceptance among Independent Telephone companies as 
the ideal method of handling toll calls swiftly, without an operator. Check 
these advantages. See how you, too, can increase toll revenue and reduce 
operating costs with SATT: 


e Ticketer spills complete data for each call into pool equipment instantly 
upon completion of the call. It’s always ready for the next call—never 
choked by data from previous calls. 


e Incomplete calls are not recorded. SATT throws out uncompleted calls before 
the tape is made! 


e Call data is recorded on four-channel tape. This permits high-speed, low- 
cost machine billing. 


e Complete call data for each call is recorded on tape, quickly and permanently. 
e Ample self-checking and supervisory facilities insure accurate ticketing. 
e Flexible design provides for future expansion. 


e With SATT, you’re ready for nation-wide, direct distance dialing. 





| = | 
THESE THREE FEATURES... 


SATT systems are very flexible. For example, calling-party identification 
may be handled: (1) automatically—even on party lines, (2) by calling- 
party dialing, (3) by operator keying, (4) automatically on some lines, 
operator keying on others. Other features, too, can be varied and combined 
to meet your special needs. 


Ask your A. E. salesman for complete details 


He’ll be glad to tell you more about automatic toll ticketing. Let him 
show you how you can increase revenue and reduce operating costs with 
SATT. Write: Automatic Electric Sales Corporation, Northlake, Illinois. Or 
call Fillmore 5-7111. 


AUTOMATIC ELECTRIC 


subsidiary of GENFRAL TELEPHONE 





TELEPHONY’S Traffic Engineering Handbook 


By Gilbert R. Brackett 


19 (Continued) 
Managing Peak Holiday Traffic—Toll 


Section 


It would be to the best interests of service to plan in 
advance for generous management supervision on all 
phases of holiday service. It is important that respon- 
sible traffic people be on the job in, at least, the larger 
offices throughout the holiday period. 


It would be well to assign such personnel to both over- 
all supervision and for particular responsibilities, espe- 
cially on such work as force adjustment, circuit arrange- 
ments, circuit use, ticket handling, delay posting, keeping 
customers advised of the status of their calls and the 
supervision of special records. 


While many small toll offices originate comparatively 
few calls routed over the longer-haul, congested-circuit 
groups, in the aggregate they could determine the grade 
of over-all service which is given. 

Careful plans must be made at every toll center to 
assure adherence to operating practices so that conges- 
tion at switching centers will be kept at a minimum and 
the unproductive use of circuit time will be largely re- 
duced. Prompt ticket location and handling of calls will 
assure such an accomplishment. 


Results data should be limited to the least necessary 
to determine the effectiveness with which the procedures 
are applied, to ascertain utilization of available facilities 
and operator’s work time, and to measure the most sig- 
nificant features. Continuity in accumulation of these 
data will enable management to build upon experience 
and take such corrective action as is necessary in future 
holiday planning. 


Section 20 
Managing Your Office—Dial 


The person in charge of an automatic office has an 
important both from the standpoints of 
better telephone service and efficient use of the auto- 
matic equipment. Approximately 90 per cent of the 
calls originated by customers are handled entirely by 
automatic equipment and the other 10 per cent cannot 
reach an operator or desk without being routed by 
this equipment. The heavy investment in equipment 
calls for its efficient loading and balancing. There is 
a great challenge to the traffic dial administrator’s 
ability to direct the dial organization to give the best 
grade of service while, at the same time, utilizing the 
equipment at its full potential. 


assignment 


The dial administrator will require some mechanical 
aptitude to understand the technical equipment opera- 
tion, and will have a knowledge of arithmetical processes 
involved and an ability to interpret statistical data. 


July 12, 1958 


He must have a knowledge of the eharacteristics of 
the office under his supervision and he must be in a 
position to maintain interdepartment harmony within 
the central office building, especially with the plant 
department. 


He must have a detailed knowledge of the physical 
layout of the equipment, its method of operation, the 
capacities of line and trunk groups and the provision 
of registers and alarms. He should be able to visualize 
the progress of a call from the calling to the called 
station and be acquainted with critical points at which 
traffic congestion normally appears. Other responsibili- 
ties and activities which the job should include follow: 


(1) Look over traffic orders and specifications for 
rearrangements and additions. 

(2) Become familiar with the basis on which the 
office was engineered. 

(83) Know of scheduled additions and check provision 
of future growth and traffic. 

(4) Secure and keep adequate and up-to-date traffic 
data. 

(5) Learn of the characteristics of the office by class 
of service, originating and incoming by groups. 

(6) Supervise or direct routine line assignment ac- 
tivities to assure an even distribution of load throughout 
the equipment. 

(7) Analyze service orders to detect any changes 
which might affect loading policies. 

(8) Become familiar with the calling rates, holding 
times and equipment capacities by groups. 

(9) Develop load policies, day-to-day and long range. 

(10) Determine the adequacy of trunks—inter-office 
and intra-office. 

(11) Initiate line transfers and recommended changes 
in trunking when necessary. 

(12) Initiate cut-over routines. 

(13) Administer customer dial instruction activities. 

(14) Handle criticisms on customer dialed calls. 

(15) Supervise special records or studies, programmed 
by the traffic engineer. 

(16) Utilize the equipment to the maximum wherever 
there is sufficient demand, that is, connecting the maxi- 
mum number of main stations that will produce service 
at reasonable costs. 

(17) Assist in the establishment of current operating 
capacities. Promote the closest possible working relations 
with other departments. 


Customer Instructions 
The advantages of speed and accuracy inherent 
in automatic operation can be realized fully only if 
the subscriber knows how to use his dial telephone. The 
object of a customer instruction program is to teach 
the customer to use the dial correctly. 


(Section 20 will be continued next week) 
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Now, Calculagraph takes another BIG step to make toll timing 
easier for busy operators—it’s the new color handles— 
green for start, red for finish. 


This new Calculagraph ‘“‘visual aid” 
to better accuracy can be a big help to your busy 
operators, too. Why not ask about these 
new color handles today. It takes but a few minutes to change 
your present handles to easier-to-use Calculagraph color handles. 
Write today for information on the new 
color handles and other exclusive Calculagraph 
features for timing toll calls. 


CALCULAGRAPH 


Mpaney 


308A Sussex Street * Harrison, New Jersey 


MANUFACTURERS OF ELAPSED TIME RECORDERS FOR OVER 65 YEARS 
JULY 12, 1958 





IN THE NATION'S CAPITAL 


Concluded from page 18 


poles on San Francisco streets without 
a franchise payment to the city. 

San Francisco’s franchise to the tele- 
phone company was first issued in 1906 
for 50 years and called for a 2 per cent 
payment receipts. Since its 
expiration in 1956 it has been subject 
to negotiation, with the telephone com- 
pany making an offer to pay $180,000 a 
year as compared with the payment of 
$905,000 a year under the old franchise 
provision. The telephone company will 
take to the higher court its claim that 
the city’s 


on gross 


franchise is not necessary 
because the company is operating under 
a statewide franchise obtained in 1907. 

The United States Supreme Court 
ended a long and hectic term of court 
last week, Among the last-day decisions 
rendered was one reaffirming the consti- 
tutional independence of federal regu- 
latory commissions. The 
that the President had no power to 
remove a member of the War Claims 
Commission in 1953 for political reasons. 
the in- 
volved, to some extent, in the current 
battle between the House Subcommittee 
on Legislative Oversight and the White 


court ruled 


This is same controversy 


House, over alleged attempts to in- 
the Federal Communications 
Commission, the Securities & Exchange 
Commission, and other federal regula- 
tory commissions. The White House 
answer to these charges is that Con- 
gress is as active if not more active 
than the White House in trying to in- 
fluence the commissions. 


The decision of the U. S. Supreme 
Court last week held that where Con- 
gress, by law, does not specify a cause 
for removal, the members of quasi- 
judicial commissions cannot be dis- 
missed by the President and that they 
de not, therefore, hold office subject to 
his will. 


fluence 


Justice Frankfurter, who wrote the 
went further than the 
celebrated Humphrey’s decision (in- 
volving the Federal Trade Commission) 
in 1935. In that the court ruled 
that members of independent commis- 
sions would only be removed for causes 
specified by Frankfurter’s 
opinion now holds that such members 
cannot be removed during their terms 
when fails to specify 


opinion, even 


case 


Congress. 


even Congress 


causes for removal. 





FOR 
QUALITY 
SUPPLIES 


“al py 


Sot Gals 
7 o 


In two other “last-day” decisions, the 
U. S. Supreme Court ruled that an 
employer who distributes anti-union lit- 
erature in his plant may still enforce 
a rule against employes handing out 
any literature on company property. It 
was also decided that an anti-union 
campaign by an employer during work- 
ing hours does not bar him from en- 
forcing a rule against employes en- 
gaged in a pro-union solicitation while 
on the job. The court split 7-to-2 in both 
cases. 

One of the cases involved the United 
Steelworkers of America and Nutone, 
Inc., a Cincinnati, O., 
facturer. The other 
Avondale Mills in Alabama and the 
AFL-CIO Textile Workers. Justice 
Frankfurter wrote both majority opin- 
ions interpreting the Taft-Hartley Act. 


electrical manu- 
case involved 


Endure Evil for Good 


“Accustom yourself to submit on all 
and every occasion, and on the most 
minute, no less than the most important 
circumstances of life, to a small pres- 
ent evil, to obtain a greater distant 
good. This will give decision, tone and 
energy to the mind, which, thus disci- 
plined, will often reap victory from 
defeat and honor from 
COLTON, 


repulse.”- 


\ fa: 


Not just because Lindsay provides 
prompt delivery of nationally known 
supplies exactly as ordered... but also 
because of the friendly, personal way 


we do business, we think 
Lindsay. Try us and see! 


THE LINDSAY 
TELEPHONE SUPPLY CO., 


you'll like 


Est. 1939 


360 East Highland Rd., Northfield, Ohio 


Telephone: IMperial 7-7181 


7 
we - 


- 
» Peis 
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Deny MS T&T Injunction 
In Montana Rate Case 


District Judge E. E. Fenton on June 
24 in Helena denied the request of the 
Mountain States Telephone & Tele- 
graph Co. for an injunction against the 
Montana Board of Railroad Commis- 
(TELEPHONY, June 14, p. 48). 
The company sought this injunction to 


sioners 


allow collection of proposed new rates. 


These new rates would have brought 
the company a gross increase in reve- 
nue of $3,295,000 annually and a net 
increase of $1,484,000. 


Judge Fenton’s order said in part: 


“The effect of the requested injunc- 
tion would be to substitute an entirely 
different schedule of rates and charges 
for the present commission-ordered 
rates. This may not be done by means 
of a temporary injunction.” 


The case is still in court, at the dis- 
trict the Mountain 
States company has requested the court 
to review the commission’s May 7 order 


court level, since 


denying the rate increases. 


Also, the commission still has under 
consideration the company’s request for 
a rehearing. 

Judge Fenton cited past cases de- 
claring that “the purpose of an injunc- 
tion is to maintain the status quo until 
the relative rights of the parties can 
be determined by trial on the merits.” 

Since, in this case, the old rates are 
the status Fenton main- 
tained that the application for a pre- 
liminary had to be denied. 

He also pointed out that the law un- 
der which an 


quo, Judge 


injunction 
injunction was applied 
for by the company provides for “an 
injunction staying and suspending the 
operation of the order of the commis- 
sion pending final determination of the 
reasonableness and 


lawfulness of said 


order in the courts.” 

In the present case, he said, since the 
rather than 
establishes new rates the law appears 


commission order denies 
“by implication to exclude cases such 
as this.” 

Much of the hearing revolved around 
whether the district court had au- 
thority to grant a temporary injunc- 
tion. 
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Courts and Commissions 


Commission Secretary-Counsel C. J. 
Hansen called the application “an at- 
tempt to leapfrog the legal authority 
of the commission.” He also said that 
has been taken on the 
rehearing request that the case is not 
subject to judicial review. 

The 


claimed 


since no action 


Mountain 

that the 
would “confiscate’”’ the company’s prop- 
erty and would deprive it of its prop- 
erties “without due process of law.” 


States company 


commission’s orde? 


Two Ore. Companies Gain 
Rate Raise Approval 

The Oregon Public Utility Commis- 
sioner on June 30 approved the rate 
raise request of the Beaver Creek Co- 
operative Telephone Co. (TELEPHONY, 
Apr. 12, p. 41). 

Through a Rural Electrification Ad- 
ministration the Beaver Creek 
had converted its plant to 
automatic operation and raised its in- 
vestment from $85,988 to $174,987. The 
commission found that the existing 
rates would have produced a negative 
rate of return for the company. 


loan 
company 


The rates, as approved, increase the 
company’s $9,157, 
thus providing the company with a rate 
of return of 3.06 per cent on its aver- 
age net plant and working capital. 

Also in Oregon on June 30, the 
Aurora Mutual Telephone Co., Ltd. was 
granted a rate (TELEPHONY, 
July 5, p. 53). 


gross revenues by 


increase 


The company, through a Rural Elec- 
trification Administration loan, also re- 
cently converted its Aurora exchange 
to automatic operation. This expansion 
increased the company’s rate base from 
$135,192 to $279,016. Under its old 
rates, the Aurora company would have 
realized a negative rate of return, Un- 
der the new rates, the company realizes 
additional annual revenue of 
$5,855 providing the company a rate 
of return of 1.41 per cent. 


gross 


Hear Bond Request in N. Y. 
The New York Public Service Com- 
mission on July 11 was scheduled to 
hear the petition of the Walden Tele- 
phone Co. for authority to issue $150,- 
000 of 5 per cent first mortgage bonds. 


* for business telephones 


Authorize 6.89% Return 
For California Company 

A rate increase granted by the Cali- 
fornia Public Utilities Commission to 
the Dorris Telephone Co. recently will 
increase company revenues by $1,700 
instead of the $2,305 asked by the com- 
pany (TELEPHONY, Feb. 15, p. 35). This 
will result in a 6.8 per cent rate of re- 
turn as compared with the 5.8 per cent 
rate the 
earned. 


Dorris company formerly 


Past and present rates are as follows: 


Old 


. $6.00 


New 

One-party business ...... $6.85 

Two-party business 5.00 5.60 

Ten-party business 4.25 5.05 
(Four party business service will be 

discontinued). 

One-party residence 

Two-party residence 

Four-party residence 

Ten-party residence 


The charges for service connections 
for and residence telephones 
were doubled, new charges being $10 


business 


(previously 
$5.00) and $7.00 (formerly $3.50) for 
residence telephones. The company had 
requested service connection charges of 
$7.50 for $5.00 for 
dence. 


business and resi- 


Ark. Independent Asks 
Approval of Note 


Yelecot Telephone Co., Gassville, on 
June 19 applied to the Arkansas Public 
Service Commission for permission to 
borrow $115,000 on an open note from 
the First National City Bank of New 
York. 

The application said that the com- 
pany, which operates exchanges at Yell- 
ville, Summit, Cotter, Gassville, and in 
adjoining rural areas, needed the money 
to install new equipment. 


Two Neb. Independents 
Seek Purchase OK’s 


The newly-formed Capitol Telephone 
Co., Cortland, on June 27 filed an appli- 
cation with the Nebraska Railway Com- 
mission to purchase four 
companies. 


telephone 


The Capitol company seeks to pur- 
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chase the Cortland, Hickman, Firth, 


and Martell Telephone Cos. 
The 
July 16 hearing on the application of 
the Arapahoe Telephone Co. to pur- 
chase the Holbrook Telephone Co. 


commission also scheduled a 


Michigan Bell Granted 
Partial Rate Increase 

A Michigan Public 
sion order 


Telephone 


Commis- 
granting the Michigan Bell 
total of $5,047,000 in 
annual increases “has put the 
company in an economic strait jacket, 
William M. Day, company president, 
said on June 27 (TELEPHONY, Dec. 21, 
p. 31). 

The company, in a petition of 1956, 
had asked for a 12% rate 
increase. Mr. Day said the order grant- 
ing less than half that sum will 
fice millions of dollars in new construc- 
tion and many jobs at a time when jobs 
are most 

The 


rates 


Service 


Co. a 
rate 


-million-dollar 


“sacri- 


needed.”’ 


company was allowed to boost 
$2,835,000 last August. A 
$2,212,000 a year 
granted on June 26 following a rehear- 
ing of the telephone 1956 
petition. 

The 


decision. 


new 
increase of was 
company’s 
new increase came on a split 
Chairman Otis M. Smith and 
Thomas M. Burns voted 
James H. Lee 
3-million-dollar rate re- 


Commissione} 
for 


argued 


it and Commissioner 
for a 
duction. 

Mr. 
doing 


Smith said the 
business 


increased cost of 
“requires an increase 
in rates to maintain company earnings 
at a reasonable level.” 

Mr. 
level of earnings” 
the 


economies, 


stated because of the “low 
under the 
must effect more drastic 
including further “force 
’ and must eliminate all con- 
projects except those neces- 
sary to provide service. 

“We had 
with our 


Day 
new order 


company 


shrinkage,’ 
struction 


hoped we could 
two-year 
than 150 million dollars,” 
said. “Now, many of those 
provements must be laid aside, 
their 


keep on 
expansion program 
Mr. 


im- 


of more 
Day 
despite 
job potential.” 


OK Raise for General’s 


Baytown, Tex., Exchange 

A rate 
by the 
scribers 
of the 
change. 


increase has been approved 
city council for the 10,000 sub- 
of the General Telephone Co. 


Southwest’s Baytown, Tex. ex- 


Old and new rates are as follows: 
Old New 
$11.00 $14.00 


5.10 6.50 


One-party business .... 
One-party residence 
will 
increase in 


This increase 
a gross 
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give the 
annual 


company 
revenue of 


Recent Quotations of 


Anglo-Canadian Telephone Co 
‘alifornia Interstate Telephone Co.. 
‘alifornia Pacific Utilities Co 
‘alifornia Water & Telephone Co.... 


‘entral Telephone Co 


‘henango & Unadilla Telephone Corp........ 
‘ineinnati & Suburban Bell Telephone Co..... 


‘commonwealth Telephone Co. of Ohio 
Florida Telephone Corp. Class A... 
General Telephone Corp. Common 
Indiana Telephone Corp 


Inter-County Telephone & Teleg: ‘aph Co. 


Inter-Mountain Telephone Co........ 
Lincoln Telephone & Telegraph Co 
Middle 
North Carolina Telephone Co.. 
Northern Ohio Telephone Co. 
Peoples Telephone Co....... 
Rochester Telephone Corp 


Southern Nevada Telephone Co.............. 


Southern New England Telephone ( 
Southwestern States Telephone Co..... 
Telephone Service Co. of Ohio Class : 
Tidewater Telephone Co.... 
United Utilities, Inc 

West Coast Telephone Co 
Western Light & Telephone 


Co., Inc. 


(Quotations supplied by ‘Merrill Lynch, 


$129,000. The company had asked for 
a 6 per cent return on its $2,285,000 in- 
vestment. The approved 
the company a 5.5 


increase will 


give » per cent return. 
Rate Raises Granted 
North Carolina Company 
North Carolina Telephone Co., 
authorized by the 
Carolina Utilities Commission on 


Mat- 
North 
June 


thews, was 
30 to increase its rates and to expand 
its services by installing new automatic 
exchanges in several areas and to con- 
vert others which already exist to au- 
tomatic operation (TELEPHONY, May 17, 
p. 42). It also was granted permission 
to establish 
tween several of its exchanges. 

The 
schedule of 
Norwood, 


extended area service be- 


commission fixed a temporary 
for the Marshville, 
Peachland-Polkton and New 
finding all of the 
pany’s proposals “just and reasonable” 
except at the 
the 
down. 

The former 
one-party 
for one-party residence at 
The company had rates 
cluding $12 for one-party business and 


rates 


Salem area, com- 
Norwood exchange where 


proposed increases were scaled 
rates included $5.00 for 
and $3.00 


Norwood. 


business service 


proposed in- 
$6.50 for one-party residence. The com- 
mission scaled the 
$10 for one-party 
for one-party 

North Carolina Telephone purchased 
the and the Marshville 
changes in 1956 from United Telephone 
Co. of the Carolinas and the Peach- 
land-Polkton and New Salem exchanges 


down to 
and $6.00 
service. 


schedule 
business 
residence 


Norwood ex- 


( 
( 
( 
Carolina Telephone & Telegraph Co..... 
( 
( 
( 
( 


States Telephone Co. of Illinois. 


Telephone Stocks 
6/30/58 5/29/58 
BID ASKED BID ASKED 
30 be 31% $1 31% 


> 
7 


3% 124 12% 
30 30 


~ 


l ern na 


he ot vow 


19% (Last Sale) 48% (Last Sale) 

1642 18%2 17 Bid 

47 18 46: 47 3% 

14% 5 l 

54 Bid 

19% 194 
95 1.05 90 1.05 

4716 44}. 15! 

88 Bid 

20 5% 21 

18%% 187% 

28 38 
23° 2234 

-13¢ 126 

Bid 22'2 Bid 
24 245% 25 
20 12 20 20% 
37 i 


1514 51 


2014 


88 Bid 
20% 
19% 


21 
19% 


Ded 
ot 
ry: 
21 


354%4— 36 


Pierce, Fenner & Smith) 


are new ones authorized by the commis- 
sion’s order. 
the 


Norwood 


Rate schedules approved for 
exchanges other than 
$9.00 for one-party 


and $6.00 for one-party residence serv- 


three 
include business 
ice. 

The company proposes to rebuild the 
Norwood and Marshville exchanges to 
provide improved service, and the rate 
effective when the 
improved service is available. The 
mission order also provides that at the 
end of six months the company must 
report the results of operations so that 
the commission may determine whether 
the rates are “fair reasonable.” 

In the 
sioner Sam Worthington, 
that 
just 


schedule will become 


com- 


and 


order, written by Commis- 
it was stated 
“it always is difficult to prescribe 
and reasonable rates in 
untried exchanges where 
service is made available.” 

The the 
installing automatic equipment in three 
of the exchanges and has completed 
plans for installing it at the other, 
which is New Salem. Altogether, it is 
spending about one million dollars for 
improvements, including about $500,000 
at Norwood and about $500,000 at 
Marshville. 


new and 


additional 


company is in process of 


Two Minnesota Companies 
Receive Rate Raises 

The Vergas Telephone June 
30 was granted permission by the Min- 
nesota Railroad & Warehouse 
sion to raise rates. 


The 


Co. on 
Commis- 


dial service 
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R. B. Wiseman Joins Henkels & McCoy As Manage 


Of Systems Engineering and Equipment Installation 


ANNOUNCING ... an expanded 
service in systems engineering 


and equipment installation . . . 


Henkels & McCoy announces the ex- 


pansion of its Systems Engineering and 
Equipment Installation services into a full 
department with the appointment of R. B. 
Wiseman as manager. In his new capacity 
Mr. Wiseman will direct all activities in 
these fields and will operate from the Elk- 
hart, Indiana, office. 


Bob Wiseman has served the telephone 


industry for many years in engineering, 
production and installation of dial central 
office and associated equipment. He has 
also been active in field application engi- 
neering for communications systems. 
More recently he has served in an ex- 
ecutive capacity directing sales, engineer- 
ing, installations, and service personnel. 


OPERATING IN 30 STATES 


Henkels & McCoy, prominent in the telephone industry for many years, has skilled 


personnel and equipment to do all types of telephone engineering, rate and toll separa- 
tion studies, central office installation and outside plant construction. We also specialize 


in maintenance and repair service of telephone equipment and outside plant. 


HENKELS & McCOY 


6100 North 20th Street, Philadelphia, Penna., TEnnessee 9-7000 
Box 270, Elkhart, Indiana, 2-5650 





ELECTRIC PLANT 


Charges truck batteries 
at far less cost... 
provides A.C. power, too! 


Before the dual-purpose Onan Electric 
Plant was installed on this maintenance 
truck, it was necessary to run the 160 
H.P. truck engine to charge batteries 
for communications. Now, the 2 H.P. 
Onan Electric Plant does the same job 

. saving fuel and engine maintenance. 

These battery charging-A.C. combina- 
tion electric plants are available with 
1,000 or 2,000 watts of A.C. output for 
operating tools and lights. Either size 
also delivers a full 30 amperes . . . enough 
to handle battery drain from radio 
and lighting. 

Big savings reported! 

One utility makes fuel savings alone 
estimated at $2.00 per day per truck. 
Another cites an annual saving of $800.00 
per truck. This is based on battery 
charging output only. In addition, the 
A.C. output makes possible replacing 
hand tools with electric tools . . . saving 
time and money. 


Vacu-Flo cooling permits 
enclosed installations 


Vacu-Flo cooling isa 
low-cost optional 
Onan 
air-cooled plants up 
to 10,000 watts 


feature on 


Other Onan Models 500 to 200,000 
watts A.C., D.C. and Battery Charging. 


Write for folder showing 
3 Packaged Power Systems 
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for 91 local and 138 rural stations and 
switching service for 19 stations. 

The commission determined the com- 
pany’s rate base to be $31,630. Under 
its old rates, the company realized net 
operating revenues of $10,232; with the 
new rates the company’s net revenues 
will $11,534. Net 
under the old rates was $1,507. 


income 
Under 
rates, it is $2,056, giving the 
company a 6.5 per cent 
investment. 


increase to 


the new 
return on its 


The old gross and new net rates are 
as follows: 


New 
$5.00 
4.00 


One-party business 

Two-party business 

Rural multi-party business 
Rural multi-party business ‘ 
One-party residence 

Two-party residence 
Four-party residence . 22 
Multi-party rural residence 3.: 
Multi-party rural residence § 
*Not to exceed 10-party line. 


ais | 


hw h © 


be | 
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Also on June 30, the Minnesota com- 
mission approved the request of the 
People’s Telephone Co., Big Fork, for 
authority to establish rates for its new 
Effie satellite exchange. 

The company is installing an auto- 
matic switchboard at Effie which is ex- 
pected to be completed on July 31. One 


hundred of the 346 pres- 
ently receiving rural multi-party serv- 
ice through the Big Fork manual ex- 
change will be served through the Effie 
exchange. 


subscribers 


The commission determined that the 
company’s rate base after the conver- 
sion to 


on 


$75,490 


automatic operation would be 
(including a $4,300 allowance 
for current value). Under the old Big 
Fork rates for 


served through the new exchange, the 


subscribers to be 


company’s net operating revenues were 
$18,007. Under the new Effie rates, the 
company’s net operating revenues are 
$19,906. 


Total under the old 
were $16,435, giving the company a net 
income of $1,572. 


expenses rates 
Under the new rates, 
the company’s total expenses are $17,- 
639. This brings the company’s net in- 
come to $2,267, a 3 per cent return on 
investment. 


Old and new net rates at Effie are as 
follows: 


Old New 


$7.50 
6.0 


One-party business re 
Two-party business ...... 
Multi-party rural business 
One-party residence 
Two-party residence 
Four-party residence 
Multi-party rural residence 


Current REA Alloeations 


Are Announced 


HE Rural Electrification Adminis- 
tration has approved the following 
rural telephone loans: 
Consolidated Telephone Co., Levant, 
Me.; mailing address: Springfield, Me.; 
$569,000; June 16. 


The 


tional 


addi- 
company’s 


borrower plans to 
territory. In the 
expanded 496 
will get improved service and 312 farm 
families will receive initial service. The 
Consolidated 


serve 


area, rural subscribers 


acquired 
four properties in the enlarged area. 


company has 
It plans to rehabilitate and integrate 
them. They are the Lee Telephone 
Co., the Winn Telephone Co., the Ply- 
mouth Telephone Co., and the Alton 
Farmers Telephone Co. These facilities 
were acquired without the use of loan 
or equity funds. 


scheduled includes 
automatic central offices to replace the 
acquired exchanges at Alton, Kingman, 
Lee, Mattaumkeag, and Plymouth. The 
present automatic facilities in the Lee 
central office will be moved to the new 
Alton central office building. A portion 


New construction 


of the June 16 loan will be used to 
complete the authorized system. 

The two REA loans to this borrower 
total $653,000 which will benefit 1,049 
rural subscribers. The system will con- 
The Levant 


exchange is now providing dial service 


sist of six exchanges. 


to about 225 subscribers. 
William H. Weppler is both 
dent and manager of the Consolidated 


presi- 


Telephone Co. 
* 


Southwest Dial, Inc., Kansas 

Mo.; mailing address: 

$580,000; June 18. 
These funds 


borrower to 


City, 
Gardner, Kan.; 


enable the 
service for 


will new 
702 
rural subscribers and to furnish initial 
447 farm families. The 
subscribers who will get improved serv- 
i receiving magneto and 
battery through the 
Sarcoxie exchange of the United Tele- 
phone Co. of Missouri, and the Avilla 
exchange operated by the Avilla Tele- 


improve 
service to 


ice are now 


common service 


phone System. The borrower proposes 
rehabilitate, and expand 
New automatic 


TELEPHONY 


to acquire, 


these two exchanges. 





central offices are scheduled at Avilla 
and Sarcoxie. 


WwW. W. 
manager 


Coleman is 


president and 


of Southwest Dial, Inc. 
° 


Pinebluff (N. C.) 
$32,000; June 18. 


Telephone Co.; 

These funds will be used by the bor- 
rower to provide service to 44 rural 
subscribers not included in prior loans, 
and to complete the authorized system. 
The three REA loans to the Pinebluff 
company total $193,000. 


able it to 


This will en- 


provide new and improved 
families. About 


300 of the company’s subscribers are 


service to 362 rural 


now receiving dial service. 

Mrs. A. G. Wallace is president of 
the Pinebluff Telephone Co. and E. H. 
Mills is manager. 


Valley Telephone Cooperative Asso- 
ciation, Herreid, S. D.; $666,000; June 
18. 

These funds 


borrower to 


will be used by the 
service for 488 
rural subscribers, and to furnish initial 
service for 358 farm families. At pres- 
ent the existing subscribers are receiv- 
ing dial and magneto service from two 
local companies and four switcher lines 
The 
companies are the Hosmer Telephone 
Co. and the Western Mutual Telephone 
Co., Leola. Two central offices are part 
of the acquired facilities. 


improve 


which the borrower will acquire. 


The borrower’s construction schedule 
includes new automatic central 
to replace the 
Hosmer and The $1,194,000 in 
REA approved to the Valley 
Telephone association will enable it to 
furnish new 


offices 
existing buildings at 
Leola. 


loans 


and improved service to 
1,586 rural subscribers. The completed 
system will consist of six automatic 
Four are in operation pro- 


service to approximately 600 


exchanges. 
viding 
subscribers. 

Arthur Thorson is president of the 
Valley Telephone Cooperative Associa- 
tion and William K. Miller is manager. 


Central Telephone Co., Decatur, Tex.; 
$770,000; June 18. 


These 


borrower to 


will be 
furnish 


funds used by the 


improved service 
to 855 rural subscribers and to provide 
initial service to 556 farm families. The 
existing subscribers are receiving mag- 
neto and common service 
through the following companies which 
Central plans to acquire: the Chico 
Telephone Co., the Boyd Telephone Co. 
and the Sanger Telephone Co. 


New 


battery 


automatic 
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central offices are 


scheduled at Boyd, Chico, and Sanger. 
With its two REA totaling 
$1,808,000, the borrower will be able 
to offer new and improved service to 
3,608 rural The system 
will consist of exchanges at Alvord, 
Boyd, Chico, Decatur, Krum, Sanger, 
Slidell, and Sunset. 

Earl W. Nunneley is both president 
and manager of the Central Telephone 
Co. 


loans, 


subscribers. 


Moultrie Independent Telephone Co., 
Lovington, Ill.; $225,000; June 19. 

The new borrower plans to improve 
service for 446 rural subscribers and 
to furnish initial service to 146 families 
in the area. The existing subscribers 
are receiving common battery service 
from the Moultrie County Telephone 
Co. The borrower proposes to acquire 
these properties, rehabilitate, and ex- 
pand them. Funds are included in this 
loan to remodel the present combined 
central office and commercial office 
Moultrie. New automatic 
facilities will be installed. 


building in 


. 


Francis E. Bowers is both president 
and manager of the Moultrie Independ- 
ent Telephone Co. 


Alma (Ga.) Telephone 
$1,115,000; June 20. 


These funds will be used by the new 
borrower to furnish initial service to 
1,365 rural subscribers and to improve 
service for its 1,017 subscribers. The 
company now furnishes dial service 
thru central offices at Alma, Nicholls, 
and Patterson. 


Co., Inc.; 


The Alma company plans to replace 
the three automatic switchboards with 
larger facilities to handle the expanded 
system. It proposes to purchase a lot 
in Alma and to construct a combination 
automatic-commercial office building 
there and to build a new automatic 
office in Patterson with warehouse fa- 
cilities attached. The Nicholls building 
will be remodeled and used in place. A 
portion of these loan funds will be 
used to refinance the borrower’s exist- 
ing indebtedness incurred by improving 
the existing system. 

L. L. Bennett is both president and 
manager of the Alma Telephone Co. 


tural Telephone Service Co., Lenora, 
Kans.; $415,000; June 20. 

With these funds, the borrower pro- 
poses to improve service for 603 rural 
subscribers and to offer initial service 
to 105 farm families. The existing sub- 
scribers are now being served by the 
Zurich, Selden and Rexford exchanges 
operated by the United Telephone Co. 


better, safer 
, equipment 


Whether it’s tool belts or safety straps 
... pliers or wrenches ... grips or 
climbers, linemen and electricians 
know they can expect the highest in 
quality when their equipment carries 
the name Klein. 


For more than a century Klein has 
been the leader in designing and pro- 
ducing tools and equipment to serve 
the exacting needs of the utility field. 


Today, wherever power lines or 
communication lines are strung, Klein 
tools and equipment are in greater de- 
mand than ever, assuring safer, speedier 
line construction and operation. 


WRITE FOR FREE TOOL GUIDE 
A free copy of the new Klein Pocket 
Tool Guide will be sent on request. 


ASK YOUR SUPPLIER 


Foreign Distributor: International 
Standard Electric Corp., New York 


anos KLEI x & cm 


McCORMICK ROAD « “ 


acn as 
ALU 4 





ARE YOU 


“ASSAY” 
Inspecting 


POLES 


Now, with no increase in price to 
you the buyer, Koppers is accepting 
orders for poles based on the “‘Assay”’ 
method of testing poles for adequate 
preservative retention. 

*‘Assay”’ inspection is simple and 
uncomplicated, yet provides positive 
assurance that the poles you have 
purchased contain the specified re- 
tention of preservative required to 
impart maximum protection for a 
lifetime of service. 

For complete details on how you 
or your inspector can use the ‘“‘Assay”’ 
method, write for Bulletin 102. 


Wood Preserving Division 
Koppers Company, Inc. 
7S0O Koppers Building 
Pittsburgh 19, Pa. 


POLES 


of Kansas and the Zurich exchange of 
the Zurich Telephone Co. The Rexford 
central The other 
two are magneto. The borrower plans 
to acquire, rehabilitate, and 
these facilities. 


office is automatic. 


integrate 


New and expanded automatic equip- 
ment will be installed in a new central 
office Rexford; automatic 
facilities owned by the borrower will 
Selden 
in a new building; the Zurich magneto 
switchboard will be retired, and a new 


building in 


replace the magneto board at 


automatic office and facilities installed 
there. The four REA loans to the com- 
pany total $1,533,000 which will enable 
it to provide new and improved service 
to 2,410 rural subscribers. The system 
will consist of nine exchanges. 
now providing dial 
1,070 farm families. 


Six are 
service to about 
Leland Archer is president and Car- 
rol Nelson is manager of the 
Telephone Service Co. 


Rural 


Minnesota Central Telephone 
Hector; $191,000; June 20. 


Illinois Bell Conducts Safety 
Classes for Students 
Fifth graders of Chicago’s 
School recently went to 
nearby telephone pole. 
The “teacher” 
kenas, an 


Altgeld 


“class” at a 


was Edward R. Sta- 
Illinois Bell Telephone Co. 
The subject? Safety. 

This is the phase in Illinois 
Bell’s school program. Communications 
consultants visit the schools regularly, 
helping students learn more about tele- 
phones and how to use them, especially 
in emergencies. 


installer. 


newest 


Installers from 
department classes at 
telephone poles and in 20-minute ses- 
sions explain safety procedures. They 
safety ideas which the 
students may practice, such as keep- 
ing kites away from high wires, and 
not climbing poles to free entangled 
kites. 
to make the students ‘“‘safety conscious” 
outdoors and 


Illinois Bell’s plant 


now conduct 


also suggest 


The safety sessions are geared 
indoors—especially with 
summer vacations just beginning. 

In his talk and demonstration near 
the Altgeld School, Mr. Stakenas cov- 
ered such safety subjects associated 
with his job as safety goggles and 
gloves, first aid kits and their use, the 
lineman’s ladder, his body belt, safety 
around his truck, and safety near wires. 

Mr. also explained his 
work and the training necessary for 
it. He demonstrated his testing equip- 
ment and showed the necessity in the 


Stakenas 


These funds will enable the borrower 
to improve existing 245 
subscribers and to furnish initial serv- 
ice to 69 families. The families 
who will get improved service are now 
magneto from the 
Prinsburg Farmers Mutual Telephone 
Co. The 


has 


service for 
farm 
receiving 


service 


Central 
these 


Minnesota company 
facilities, 
and plans to rehabilitate and integrate 


them. 


recently acquired 


Construction of a new automatic 
central office is scheduled in Prinsburg. 
A portion of the funds will be 
used to reimburse the borrower for the 
acquisition of the 


telephone properties. 


loan 


interim Prinsburg 
The five REA loans to the borrower, 
$1,336,000, will 
provide new and improved service to 
3,047 The 
consist of 10 exchanges. 


totaling enable it to 


subscribers. system will 
Seven of the 
exchanges are now providing dial serv- 
ice to approximately 2,000 rural sub- 
scribers. 
Alfred L. 
Harold L. manager of the 
Minnesota Central Telephone Co. 


Ericson is president and 


Ericson is 


telephone business of neatness and care 
for equipment. 

“We're youth 
the great need for safety,” says C. Glen 
Wilson, Bell community 
tions “Our objective is to 


trying to impress on 


Illinois rela- 
Supervisor. 
bring to these youngsters the basics of 
everyday safety.” 


W. H. Doherty Joins Radio 
Division, WE Company 

William H. Doherty, assistant to Dr. 
Mervin J. Kelly, president of Bell Tele- 
phone Laboratories, has accepted a 
position with the radio division of West- 
ern Electric Co., Inc., as manager-gov- 
effective June 1. He 
succeeds Kenneth F. Morgan who will 
retire in July. Mr. Doherty joined the 
Bell Laboratories in 1929 following 
graduation from Harvard University 
with a B.S. degree in electric communi- 
cation engineering and an M.S. degree 
in engineering. 


ernment sales, 


OK Sale of Ind. Company 
The Indiana Public Service Commis- 
sion recently approved the sale of the 
Arlington Telephone Co. to the General 
Telephone Co. of Indiana, Fort Wayne 
(TELEPHONY, Mar. 8, p. 42). 


Asks Raise In Wis. 

The Public Com- 
mission on July 10 was to have heard 
the application of the Readfield Tele- 
phone Co. for authority to increase 
rates, 


Wisconsin Service 
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CONTROL MANUFACTURING PROCESSES— OFFICE PROCEDURES 


Percentage 


= 


Chicago vie 
Ft. Wayne 


Mr. Smith 


TN Ne /ISIBLE 


VISUAL CONTROL PANELS 


Chart Action, Indicate Trends, Show Results, 
Permit Comparison, Picture Organized 
Facts for Analysis and Decision. 


Complete flexibility with limitless signalling and charting 
possibilities . . . Easily adapted to your individual record 
requirements. 

Lightweight panels contain clear plastic tubes which are 
individually removable and may be shifted from one posi- 
tion to another . . . Clarity of tube provides full legibility of 
contents. 

Signals snap on or off at any point . . . Hold 
position until positively moved .. . Slide 
smoothly back and forth . . . By-pass freely. 


Insertable index feature afford triple signalling potential: 
by position, by color and by legend of index. 


Alek the mar. fot. Alome lo akow you spatn/sleo— 


ACME VISIBLE RECORDS, INC. CROZET, VIRGINIA 


00 Send us more information on Visual Control Panels. 17-12-58 


CO) We are interested in Acme Visible equipment for ———___ records. 
KIND OF RECORD 


0 Have representative call. Date____________ Time 
a eee ae Sacer eee 
Address. 
City 
JULY 12, 1958 





1. BASHLIN Quality 
Tool Buckets ... 
(Built to Last 
Longer) The orig- 
inal Fibre Top 
Buckets 


Good, Tough Buck- 
skin Work Gloves 


BASHLIN Quality 
Boots and Foot- 
wear 


4. BASHLIN Quality 
One Piece Steel 
and Adjustable 
Aluminum Climb- 
ers with Replace- 
able Goffs 


| 
| 
| 
| 


4 


mK 





5. BASHLIN Body Belts with 
| additional Nylon Safery 
Feature 


6. BASHLIN Leother and Nylon Safety Straps 


Distributors in Strategic Areas in U.S.A. 


Export: Copperweld Steel International Co. 
IN CaNaDA: A. B. Chance Co. of Canada Ltd. 


Toronto 
A L for 


CATALOG NO. 


WM. BASHLIN CO. 


GROVE CITY, PA. 
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SELLING FOR PROFIT 


Continued from page 21 


spontaneous enthusiasm around, but not 
much. You have to start it. 


Another merchandis- 
ing-selling program is market research. 
That’s a mighty fancy term, but it’s a 
sound and simple idea. 


essential in a 


It means find- 
ing out how you’re doing and how you 
could do it better. Market research 
provides a factual basis for decision 
making. The facts may come from in- 
side the company or from _ outside 
sources, often from customers them- 
Without reliable facts, however, 
you can’t possibly know whether you’re 
on a profitable track, nor can you rec- 
ognize other profitable opportunities as 
yet untapped. 


selves. 


Possible For All Companies 
Market research can be done, at least 


on a small scale, by every company, 


regardless of size. A report by Presi- 
Eisenhower’s conference on re- 
search for the benefit of small business 
mentioned many examples. 
couple: 


dens3 
Here are a 


“The restaurant proprietor who checks 
returned dishes to see what types of 
food are left uneaten.” 

“The newspaper which copied license 
plates in shopping center parking lots, 
and through them checked the place of 
the owner’s residence and demonstrated 
to its advertisers that shoppers in the 
city came from outside the city, match- 
ing the newspaper’s circulation pat- 
tern.” 


Are stocking 
phones in new colors? Or a 


tele- 
new set 
design, perhaps one that’s quite differ- 
ent or exotic? Why not put one of each 
on display in your payment office— 
or in a home show exhibit—and listen 
carefully to what people say about 
them? It may help you make a dollar- 
saving decision. That’s just one idea. 
Whatever your question, try testing it 
in terms of your potential customers. 
Let them give you the answer. Very 
likely the test can be simple, easy, and 


you considering 


cheap, but it can guide your decisions 
on the way to better profits. 


The last merchandising and selling 
problem which I want to mention is: 
What to sell? 


I could have spent my entire time 
on this question because the possibili- 
ties are almost endless. We are de- 
veloping many new services and items 
of equipment and so are the many fine 
manufacturers serving the Independent 
portion of our industry. Some of these 
new developments never 
the market 
won't 
there will be 


will do both. 


will survive 
stage and 

profitability test, but 
more and which 


I’d like to mention a few 


research some 
pass the 


more 


fields which look very promising to us. 


There is, of course, the fundamental 
of the well-telephoned home or 
ness, with telephones wherever they’re 


busi- 


inclined to 
learned, when 
Further, people like 


needed. People are more 
put them there, 


they’re in color. 


we've 


color because this is a color-conscious 
age. Color represents added satisfac- 
tion and, therefore, better service. Color 
is a considerably better profit oppor- 
tunity, of course, when it’s combined 
with the sale of extensions. Extensions, 
in turn, offer the better service of con- 
venience — plus the fact that they’re 
profitable in themselves and, our stud- 
ies show, lead to greater profit-boost- 
ing usage of the telephone. Our studies 
show, also, that the extension discon- 
nect rate on color is substantially less 
than for telephones in black. 

The residence 


not limited to 


Home 


market, however, is 
extensions in color. 
inter-com systems— probably 
with a doorbell answering feature— 
can be tied in with the home’s basic 
telephone system. We’re greatly inter- 
ested in this opportunity. 


Long Distance Service 


Long distance is a fundamental part 
of our service and of our profits. We 
all hurt when it drops off. An im- 
portant part of the concept we 
want to establish is a more relaxed 
public attitude toward making long 
distance calls. There was a day when 
every long distance call meant an emer- 
gency. Actually the public has millions 
of unfilled wants and needs for long 
distance chats to keep in touch with 
friends and relatives. No letter will 
ever take the place of hearing the voice 
of a loved one. Telephone for fun, we 
are saying. Lets make 
rather than an emergency—the 
for a long distance call. 


new 


pleasure 


basis 


Another barrier to long distance 
usage that we must hurdle is the mat- 
ter of vocabulary. We must begin to 
both inside and outside the 
We're 
vocabulary of 
call, 
minimum 
These are not 
they put the 

limited use of the very 
selling. 


use words 
business—that stimulate usage. 
surrounded 
The 
message 


now by a 


restriction: three-minute 
additional units, 
charges, toll, overtime. 
selling words. Instead 
emphasis on 


thing we’re 


3usiness has long distance 
that it 


We make personal contact with busi- 


many 


needs doesn’t even recognize. 
nesses, analyze their usage, make de- 
tailed then them 


how they can save money, or 
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cost studies, show 


increase 





NEW 
DIODE 
SPEEDS 


VOICES— 


AT 6,000,000,000 C.P.5S. 


JULY 12, 1958 


How the radio art can be improved through solid state science is illus- 
trated by a recent development at Bell Telephone Laboratories. To make 
voice signals travel by microwaves they must first be “converted” —caused to 
vibrate at billions of cycles per second. To date, it has been possible to 
accomplish this conversion only at the cost of appreciable loss of signal energy. 
Could a more eflicient converter be provided? 


In the field of solid state science it was known —as a laboratory curiosity — 
that semiconductor diodes can be made not only to convert the frequency of 
signals, but also to amplify them. At Bell Laboratories Dr. Arthur Uhlir, Jr., 
and his associates calculated that this amplifying action could be put to prac 
tical use. They proved the point by developing a junction diode converter 
which can deliver up to 40 times as much signal energy as previous converters. 


This efhicient new converter will be applied in a new Bell System micro 
wave highway able to transmit thousands of telephone conversations and a 
dozen television programs simultaneously at six billion cycles per second. In 
other forms it is being developed, under Signal Corps contract, for radar and 
military communications where more efhcient frequency conversion can also 
be used to advantage. 


This development is an example of the many different ways in which 


Jell Laboratories works to improve your telephone service and communications 
at large. 


BELL TELEPHONE LABORATORIES 


WORLD CENTER OF COMMUNICATIONS RESEARCH AND DEVELOPMENT 
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Loosen ‘‘Frozen’”’ 


in seconds 


KEARNEY 


Rust Cutter 


Fast... New fast acting 
chemical compound loosens 
corroded ferrous nuts, 
bolts, studs in seconds. 
Eliminates sawing, speeds 
your pole line repairs. 


Easy. .. Lightweight push- 
button can makes Kearney 
Rust Cutter easy to 
use on ground or poles. 
Atomized mist dissolves 
crystallized rust. 


Safe... New Kearney 
Rust Cutter is completely 
safe ... harmless to skin. 


JAMES R. KEARNEY CORPORATION | 


4224-42 Clayton Avenue « St. Lovis 10, Missouri 
Canadian Plant: Guelph, Ontario 


For BETTER CONSTRUCTION — SAFER MAINTENANCE 


Specify 
KEARNEY 


Products 


| better use of 


Pole Line Hardware 


| ressive. 


their business, or making 
service. 
Scores of companies already have sub- 
stantially increased their business, and 


ours too, as a result of this effort. 


both, by 


long distance 


Many services are aimed at develop- 
ing use of our equipment during off- 
peak periods. The paystation develop- 
ment work we’ve done is one example. 
lighted-at- 
the highways, or in 
first 


Convenient, glass-enclosed, 
night booths on 
any convenient 
effort. 

Now, testing both drive-up 
telephones and walk-up telephones in 
the Chicago area. Initial investment 
is much lower than for regular outdoor 
booths. Even better, however, is the 
fact that they attract more business. 
In a controlled test of drive-up tele- 
phones paired with outdoor booths on 
the Outer Drive in Chicago, the drive- 
up telephones have produced about 30 
per cent more revenue than the outdoor 
booths. This is 


location, were a 


we're 


a good example of 


|merchandising profitably—a lower in- 
| vestment, providing better service for 


the customer, attracting more business, 
all in one package. 


Can’t Ignore Customers 
I could go on and on with possibili- 
ties—a farm communications system, a 
centralized bell chime signal to replace 
bells at extensions, packaged dial PBX 
equipment that comes in “filing cab- 


|inets” and is easily installed, a mes- 


sage-waiting service for telephones in 
hotels and motels, a personal signaling 
service, a petite bedroom telephone and 
other new set designs. 

These are some of the 
which the new concept of 
service will be constructed. 
be many others. 


bricks of 
telephone 
There will 
Finding them, testing 


|them, and providing them is our func- 


tion in merchandising. 

Like it or not, we cannot avoid 
being affected by economic changes in 
the world around us, whether it is the 
recession of today or other problems 
in the years ahead. Nor can we ignore 
changes in customer ideas and wants. 
These changes make a merchandising 
approach for our industry a necessity 
if we are to compete successfully fo1 
our share of the public’s 
power. 


purchasing 


Merchandising, in turn, helps us pro- 
vide better service for our customers. 


|It keeps the business alert and prog- 


And, it helps the business 


economically because good merchandis- 


| ing means that we are selling for profit. 


Be “Unconscious” 


“Unconsciousness is one of the most 


important conditions of a good style in 
speaking or in writing.” 
GRANT WHITE. 


RICHARD | 


Here's Safer, © fi 
Easier 
Reel Handling 


NT a 
SIMPLEX 
REEL JACK 


with 
Lightweight 
Aluminum 
Housing 


@Here’s the reel jack that is strong and 
stable without hard-to-handle extra weight. 
An aluminum alloy housing reduces overall 
weight by 21 pounds, yet maintains full 10- 
ton capacity. “T’ shaped laminated oak base 
gives solid, safe foundation. Single acting 
mechanism provides easier operation. Han- 
dies reels to 84” dia.; weighs 83 IJbs. Fur- 
nished with 5’ lever bar. 

Write for full data on Reel Jack No. A-1029 
and other Simplex Utility Jacks. 

Pole Pulling and Straightening Jacks—Save 
time, cut work crews necessary to pull, 
straighten or move poles. No. A-1538 has 
— housing, 15-tons capacity, weighs 


All-Purpose Jack — No. 310A lifts, pulls, 
pushes at any angle. Four lift points, 15tons 
capacity. 
wor.roe & saecesr 
MECHANICAL AND 


mPGRS OF mmOUsTAIAL 
MYDRAULIC JACKS 


SIMPLEX 
vcsion SACKS corre. 


TEMPLETON, KENLY & COMPANY 
2357 Gardner Road, Broadview, Illinois 


TRAIN 


WITH 


Carrier Theory 
and 
Operation 


NOW a Complete program 
to Train Telephone Technicians! 
For Individuals or 


Company Classes 

BY HOME STUDY OR IN RESIDENCE PROGRAM 
UNIQUE Training Plan developed in collabo- 
ration with major American telephone com- 
panies cnd telephone equipment manufac- 
turers who recognized the need for such a 
training program for many years. TTI offers 
complete training from basic electricity and 
radio theory through advanced telephone 
carrier techniques. 


PERFECTED IN USE 

The TTI program has been tested and perfected 
by telephone men .. . used by communica- 
tions companies to train plant engineers and 
installation technicians many had no 
previous electronic experience. TTI training 
fully qualified them to install, operate and 
maintain telephone equipment. 

QUICK, EASY, ECONOMICAL 
Write for complete information, TODAY! 


Telephone Training Institute 


P.O. BOX 1986, PORTLAND I!, OREGON 


TELEPHONY 
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Continued from page 23 


position than an outside-the-company 
person. He contended that it is easier 
for a present employe to learn the 
management program, than it would be 
for an outsider to obtain the field 
knowledge. 

If a company is planning such a 
program, Mr. Harrington suggests that 
full use be made of what he calls “the 
honeymoon period.” During this time 
the person in charge of the program 
should have a three to six-month pe- 
riod devoted to observation. This per- 
son should: 


a) Cireulate in the organization and 
contact every level of management to 
get their views of the program and 
their reactions to his suggestions as to 
methods to be employed in a manage- 
ment development program. 

b) Take time to examine similar pro- 
grams of several other companies and 
save the best suggestions from each. 
Ten companies is not too much to in- 
terview, according to Mr. Harrington. 

Passive resistance to such a program, 
until it is understood, is to be expected, 
according to Mr. Harrington. He urged 
that chief executives stress the need 
and value of self-development. 

To ascertain the extent of an organi- 
zation development problem, Mr. Har- 
rington states that companies should: 


(1) Determine as accurately as pos- 
sible future management needs based 
on the growth and expansion of the 
business in the foreseeable future. 

(2) Make a thorough inventory and 
appraisal of all present management 
personnel. 


Mr. Harrington then described the 
following three parts of “The Reuben 
H. Donnelley Management Review Pro- 
gram” compiled after 6 years of trial- 
and-error experiences: 

(1) The appraisal or evaluation of 
the individual by his superiors. 

(2) A self-appraisal or self-review 
by the individual. 

(3) The post-appraisal discussion 
with the individual. 

Mr. Harrington explained that the 
appraisal of each individual by his 
superiors covers three phases of his 
responsibility which R. H. Donnelley 
classifies as: 


“Part 1. Performance factors—which 
include knowledge of function, planning 
of work, acceptance of responsibility, 
use of money, and job performance. 

“Part 2. Personal relations—under 
which we evaluate his ability in the 
appraisal of others and his ability to 
promote teamwork. 

“Part 3. Personal qualities—here we 
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NOW...FOR THE FIRST TIME 


Lynch “O”’ equipment installed at one end of 
a circuit operating perfectly with W. E. Co. 
“O” equipment at the other end 

of the same circuit! 


CARRIER 
TELEPHONE SYSTEM 


B-510 offers the desirable features of 

Lynch’s well known B-500 system, in- 

AVAILABLE IN... corporates newly designed signaling 

OA, OB, OC, OD and alarm circuits for complete com- 
ALLOCATIONS patibility with W. E. Co. “O” systems. 


Important reasons why Lynch B-510 
should be at your end of the circuit: 


Lynch will do the necessary system 
engineering... usually without 
extra cost. 


B-510 installation is extremely sim- 
ple ...equipment can actually be 
cut into service the same day 

it is received. 


Avoids need for “extras.” For exam- 
ple, B-510 does not require an ex- 
ternal 4-wire terminating set nor a 
regulated power source. 


Lynch bookshelf construction utilizes 
positive contact plug-in units... of- 
fers complete signaling flexibility. 
Options include DIAL with A & B 
leads and DIAL with E & M leads. 


Let your Lynch distributor give you the complete 
B-510 story. It can be important to you. 


TELEPHONE 
SYSTEMS 


“GiayeiR bute ( 
LYNCH Vv Dey 
CARRIER SW GraybaR | oun ovteevioss Northern Electric 


" akan COMPANY LIMITED 
SYSTEMS INC. mort PHILIPS EXPORT COMPANY 


DIVISION OF NORTH AMERICAN PHILIPS COMPANY INC 


SAN FRANCISCO. CALIF 





ST 
CHOICE 
of 


UTILITY 
COMPANIES! 


; R 
PORTER 
COHARDITE 


INSULATED 
ELECTRIC WIRE 


CUTTER 


For Fastest 
Safest * Surest 
Live Wire Cutting! 


@ Made with utility men in mind! @ Cuts 
insulated wire soft or medium hard, 
solid copper wire and medium hard steel 
wire up to 42”! @ Rugged, durable han- 
dies, Cohardite insulated @ Factory-tested 
to 20,000 volts! Also available with round 
edge jaws for harder wire. 


The TN STEEL CABLE 
CUTTER 


For Steel Cable & Wire Rope 

Shear-action cutter — cuts all 
soft or hard steel cable and wire 
rope up to %4”! No deforming of 
wire — notched jaws lock cable 
during cut! Cuts fine or course 
stranded cable easily and cleanly. 


2 CN SPECIAL SHEAR 
CABLE CUTTER 


For Copper and Aluminum Cable 
Cuts soft, non-steel cables, in- 
sulated or not, up to 13¢”! 0.D. 
Jaws pass each other for clean 
cutting! A “must” for every com- 
pany using Copper or Aluminum 
Cable. Not recommended for 
ACSR. 


Order from your 
supply house or write direct 
for free PORTER CATALOG —— 
Showing many other tools 
for utility companies. 


H. K. PORTER, Inc. 


Somerville 43, Mass. 


rate him on ambition, cooperation, in- 
telligence, character, drive and perse- 
verance, oral expression, written ex- 
pression, personal appearance, and civic 
and professional interests.” 


This plan, according to Mr. Harring- 
ton, assures that the evaluation is not 
too general 
programs. 


the downfall of many such 


In the appraisal of the individual by 
management, the opinion of more than 
one superior is obtained. Sometimes a 
third party is called to sit in on the 
appraisal so that the information will 
be as accurate as possible, said Mr. 
Harrington. 

Each individual is then rated and 
put into one of five classifications des- 
ignated by use of a color scale. Mr. 
Harrington said it is then possible for 
management to see if outside-the-in- 
dustry personnel are needed. It also 
allows the company to plot a program 
of progress for those who will later 
assume higher managerial positions. 

“The 
people to 


responsibility of motivating 
themselves is 
of the greatest responsibilities of man- 
agement,” Mr. Harrington 
Therefore, he said, a manager 
himself seeks a promotion must con- 
sciously develop the men beneath him 
who can take his place. 


improve one 
asserted. 
who 


Mr. Harrington went on to say that 
constant analysis must be made of the 
“authority and responsibility content 
of positions in the company,” to assure 
that the work itself offers a challenge, 
provides variety of and 
defines which the 
manager has to exercise his own judg- 
ment. 


Mr. that ‘the 
opportunity to improve one’s self must 
be available to each and every man and 
woman in management who is inter- 
ested in self-development.” Therefore, 
he said, when management courses are 
offered in universities and within the 
plant, should be matched to 
the courses so that they derive as much 
as possible from them. 

A “State of the Nation” address 
was delivered by William H. Stringer, 
Washington bureau chief of The Chris- 
Monitor. He with 
four main topics: 

(1) The United lagging 
behind the Soviet Union in developing 
timetable 
of outer space. 

(2) A 
armament 


experience, 


clearly areas in 


Harrington believes 


persons 


tian Science dealt 


States is 


a realistic for the conquest 


toward dis- 
—mainly an agreement to 
suspend nuclear testing—is about all 
that could be expected from a summit 
conference with the 


limited advance 


tussians. 


(3) The inevitability of General de 
Gaulle coming to power in France, the 


French Assembly being, as he described 
it, incapable of ruling. 


(4) The state of domestic recession 
which is now “bottoming out” still has 
not taught us how to prevent the op- 
eration of the inflationary wage-price 
spiral. 

Other convention speakers included 
Dr. Francis G. Stewart of 
ville who spoke on “Employe Testing’; 
and Paul S. Beaver, head of the Man- 
agement Dept. at Pennsyl- 
vania State University, who delivered 
an address on “Why I Like My Boss.” 


Connells- 


Training 


An accounting conference was con- 
ducted by N. D. Harclerode of Emaus 
Telephone Co. Chairman of the com- 
mercial conference was B. M. Witmer 
of the United Telephone Co. of Penn- 
sylvania. The plant workshop was con- 
ducted by A. F. Pearson of the Mur- 
raysville Telephone Co., and the traffic 
workshop was under the direction of 
W. H. McCloud of General Telephone 
Co. of Pennsylvania. 

The Pennsylvania convention elected 
the following directors: B. V. Cobler of 
Knox; W. M. Gottschall of Lansford; 
G. M. Keefer of Gibsonia; H. G. Payne 
of Export; G. B. Rudy Jr. of York; 
G. A. Ruhl of Lewisburg; K. B. Schotte 
of Kittanning. 

Also R. B. Scott of Waynesburg; A. 
N. Seward of Jamestown, N. Y.; L. F. 
Shepherd of Erie; H. Y. Smith of 
Columbia; A. J. Sordoni Jr. of Dallas; 
J. K. Stoltzfus of Birdsboro, and L, R. 
Thurston of Harrisburg. 

The 


officers: 


directors elected the following 
Mr. df., 
president, Mr. Cobler, vice presi- 
Mr. Gottschall, Mr. 
Rudy Jr., executive vice president, A. 
C. Herbert of Harrisburg, and secre- 
tary, M. Ethel Cunningham, 
Harrisburg. 


President, Sordoni 
vice 


dent, treasurer, 


also of 


Federal Electric Leases 
New Building In N. J. 

The Federal Electric Corp., service 
organization of the International Tele- 
phone & Telegraph Corp., has leased a 
new office building in the 
Industrial Park, Paramus, 
N. J., it was announced recently by 
F. H. Lanahan, president of FEC. 


More than 600 formerly 
housed in Federal Electric’s headquar- 
ters 2 miles away from the new build- 
ing and at the company’s nearby Lodi, 
N. J., building transferred to 


one-story 
Paramus 


employes 


were 


the new headquarters starting on June 


Lanahan said. The move 
will take approximately two months to 
complete. 

FEC serves IT&T and Independent 
companies as well as government agen- 
cies in the installation, operation, and 
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maintenance, and the training of per- 
sonnel to operate maintain 
and communication equipment. 
The company also maintains a _ publi- 
cation department for the preparation 
of instruction books and technical liter- 
ature for 


and elec- 


tronic 


electronic service support 


work in its various operations. 


C. H. Leet to Manage 
Charger Sales at Exide 

C. H. Leet, former Chicago area in- 
dustrial sales branch official, has been 
named to head Exide’s 
marketing of 


program for 
Electric Prod- 
ucts Co. battery-charging equipment. 


national 


The new manager of charging equip- 
ment sales has been appointed to han- 
dle the Products line which 
Exide industrial division of The Elec- 
tric Storage Battery Co., Philadelphia, 
began in March to market exclusively. 


Electric 


Mr. Leet will direct sales of chargers 
used for industrial and military appli- 
cations in 31 basic markets, such as 
electric industrial trucks, mining, rail- 
way, telephone, aviation, emergency 
lighting, switchgear and marine. 

The complete line of equipment under 
Mr. Leet’s management includes fully 
automatic motor-generator chargers of 
all types plus selenium and new silicon 


rectifier types of chargers. It includes 


C. H. LEET 
floor- and wall-mounted chargers and 
chargers for integral mounting on bat- 
teries used in electric industrial trucks. 
Associated with Exide for nearly 20 
Mr. Leet 
and branch sales manager in the Pitts- 
burgh area. 


years, was a sales engineer 
From 1954, he was assist- 
ant sales manager in Exide’s Chicago 
branch. 

Leet is a registered professional en- 


gineer in Pennsylvania. He is a mem- 


ber of American Institute of Electrical 
Engineers, American Material Han- 
dling Society and Association of Iron 
& Steel Engineers. He is an electrical 
engineering graduate of Cornell Uni- 
versity. 

During World War II, Leet served as 
a major in the U. S. Army Air Force. 
He now is a lieutenant colonel in the 
active stand-by of the U. S. Air Force 
Reserves. 


IT&T Appoints Director 
Of Industrial Relations 


Edward C. Utz has been appointed 
director of industrial relations for the 
industrial products division of Inter- 
national Telephone & Telegraph Corp., 
San Fernando, Calif. 

Mr. Utz joined IT&T three 
ago and most recently was supervisor 
of labor relations at Federal Telephone 
& Radio Co. in Clifton, N. J. 

An attorney and member of the 
New York Bar Association, he was 
with the Federal Bureau of Investiga- 
tion prior to joining IT&T. 


years 


First Lesson 

“The worst education, which teaches 
self-denial, is better than the best which 
teaches everything else and not that.” 
—JOHN STERLING. 


INSTALLER-REPAIRMEN ERIPLE color telephone sales! 


and in some instances the increase has been as much as 1250 per cent! 


GP-2050 
CASE 


4 


APPLIED 
FOR 


INSTALLER-REPAIRMEN INCREASE EXTENSION SALES BY 40 PER CENT! 
spring cords, illuminated dials, volume controls and other services. 


WESTERN ELECTRIC 
* AND KELLOGG 500 PHONES 


PROVEN AND 
ADOPTED BY 
THE BELL 
SYSTEM 


GP-2075 
CASE 


AUTOMATIC 
ELECTRIC PHONES 


Also increase sales of 
MADE OF THE HIGHEST 


QUALITY PLASTIC—TOUGH AND DURABLE FOR PLANT TRUCK USE. 


PHONE OR WRITE FOR THE FACTS 


GLADWIN PLASTICS, Inc. 


165 COURTLAND ST., N.E., ATLANTA 3, GA. 
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®@DEOP e BRIDLE 


A CGMBINATION HARD TO 
BEAR FOR LONG-RUN 
ECONOMY AND RELIABILITY 


DISTRIBUTED BY 


MLOGE 555- 


GG SWITCHBOARD 
SUPPLY COMPANY 


ion of International Telephone 
d Telegraph Corporation 


MANUFACTURED BY 


GENERAL 
INSULATED 
WIRE WORKS, 
INC. 


PROVIDENCE, R. I. 


Helpful 


BATTERY RACKS—It’s sound engi- 
neering practice to mount stationary- 
type 


storage batteries on 


racks, the 
Exide Industrial Division of The Elec- 
tric Storage Battery Co. states in a new 
12-page illustrated catalogue reviewing 
its steel racks. 


The piece cites (1) simplified main- 
tenance and (2) maximum deliverable 
voltage as principal advantages realized 
from rack-mounting. 


Putting all cells of a battery within 
a compact working height above floor 
level speeds test 


checks for voltage, 


specific gravity and cell temperature; 
makes adding water to cells easier, and 
facilitates cleaning of the battery and 
the battery room floor, according to the 


company. 


Maximum deliverable voltage results 
from the fact that compact mounting 
keeps cell-to-cell leads short, minimiz- 
ing voltage drop between cells of the 


battery. 


The new catalogue includes practical 
tips on selecting the best rack. Features 
of the four basic types—single row, one 
tier; single row, two tier; two step and 
three step—are discussed. Tables, pho- 
tographs, line drawings and_ typical, 
step-by-step sample problems simplify 


selection. 


Text and photographs show how steel 


frames, channels are 


rails and con- 
structed and assembled to ensure proper 
spacing between frames and adequate 
strength loading 
with minimum deflection. Racks are of 
welded construction except for 
bolts fastening frames to uprights. Re- 


quest HL416. 


to permit maximum 


steel 


TELEPHONY PUBLISHING CORP. 
608 S. Dearborn St. 


Chicago 5, Il. 


PACKAGED EQUIPMENT—To sim- 
plify 


and organizing 


the job of selecting, specifying 
utility line 
trucks, 


Tel-E-Lect Products, Inc. has just pub- 


company 


construction and maintenance 


lished a complete catalogue containing 
its new line of “Packaged Equipment.” 


The 


units—hydraulically 


catalogue features four basic 
driven front and 
rear mounted derrick equipment and 
driven front and 


mechanically rear 


mounted derrick equipment. 


Tel-E-Lect packaged equipment, the 
company states, eliminates the chances 
of mis-matching equipment. Equipment 
combinations are recommended in the 
packaged equipment catalogue that are 
the result of more than 10 years of 


field and laboratory testing and study. 


Not only are equipment recommenda- 
tions given in this new catalogue, but 
ordering information is also provided 
which gives the buyer a_ step-by-step 
breakdown of each element, cost and 


the installation cost. Request HL417. 


PORTABLE TEST INSTRUMENTS— 


An extensive line of high-quality 


portable test instruments featuring 
transistor circuitry, printed wiring, and 
self-contained battery power-supply, is 
described in a bulletin folder offered 
by the Alectra Division of Consolidated 


Electrodynamics Corp. 

These miniaturized units possess the 
stability 
modern communications and informa- 


reliability and required by 


tion-handling equipment, the company 
states. 


Every attempt has been made by the 


Please have the manufacturer send me without obligation further infor- 
mation on the products described in the folowing numbers: 


HL416 ; HL417 


HL420 ; HL421 ; 


Company 
Street..... 


Town and State 
7/12/58 


HL418 ; HL419 


HL422 ; HL423 


TELEPHONY 





company to, provide precision test in- 
struments that are compact, lightweight, 
rugged, and _ self-sustaining instru- 
ments that will provide laboratory 
precision under adverse field conditions. 


Alectra’s selection of instruments 
includes the RMC voltmeter featuring: 


Transistor circuitry—low power con- 
sumption. 

Accuracy—Il per cent thermo-milliam- 
meter. 

18 ranges—0.5 mv to 200 volts. 

Wide frequency range—15 cycles to 500 
kilocycles. 

High sensitivity—0.5 my full-scale. 

Lightweight, portable—7!2 pounds. 


Alectra’s ac electronic voltmeter has: 


All transistor circuitry —no vacuum 
tubes. 

Instantly stable operation—requires no 
warm-up time. 

Balanced input—equally effective un- 
balanced. 

Wide frequency range—30 cycles to 
300 kilocycles. 

12 ranges—0-1 mv to +0-300 volts fs. 


Battery-operated—no line transients. 
Lightweight, portable—6 pounds com- 
plete. 


Main features of Alectra’s test oscilla- 


tor are: 


Transistor circuitry—low power con- 
sumption. 

Instantly stable operation—requires no 
warm-up time. 

Battery-operated—no line transients. 

1 frequency bands—I5 cycles to 150 
kilocycles. 

Low output impedance—less than 0.5 
ohm. 

Distortion (at rated output)—0.5 per 
cent, 

Lightweight, portable—only 612 pounds 
complete. 


In the Alectra Division’s portable 
test instrument folder, similar informa- 
tion is included on a push-button-type 
test oscillator, a telecommunications- 
model test oscillator, a push-button-type 
carrier voltage attenuator, and another 
ac electronic voltmeter (20 cycles to 


500 cycles). Request HL418. 


* 
WIRING GUIDE—A new, 144-page, 
pocket-size catalogue and wiring guide 


No. 21 is now available from The Wire- 
mold Co. 


The catalogue covers the company’s 
line of surface metal raceways and 
fittings, Plugmold multi-outlet systems, 
fluorescent and slimline lighting equip- 
ment, and Wireduct non-metallic flex- 
ible conduit, with detailed installation 
instructions. 


This latest catalogue according to the 
company, lists many new fittings to 
help electricians do a better job. Twelve 
new pages cover fastening methods, 
wiring for spotlights, graphical elec- 
trical symbols, and_ illustrations of 
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“Dependable Quality 


is what I like about 


WOODINGS-VERONA 
POLE LINE 
HARDWARE!” 


Linemen who take pride in good 
workmanship prefer products that 
are designed for easy and efficient 
handling as well as long service life. 
Woodings-Verona has been supplying hand tools of dependable 
quality to leading industries for 85 years. Examples of hot-dip 
galvanized pole line products seen below, include: Anchor Rods, 
Bolts, Guy Clamps, Insulator Pins and Straps. 
Substantial inventories assure prompt deliveries. Call us 
today (Oakmont 1000). Ask for literature. 


WOODINGS- Yy VERONA 


Since 1873 
ELECTRICAL MATERIALS DIVISION ~+ VERONA, PA. (Pittsburgh district) 





Wiremold and Plugmold installations. 


Request HL419. 
. 


SILICONE-RUBBER-INSULATED 
CABLES—To help design and construc- 
tion engineers of the telephone, radio, 
and television industries prepare their 
specifications for special electric cable 
installations, a new, comprehensive book 
on “NEPCO-SIL” | silicone-rubber-insu- 
lated cables has just been published by 
National Electric Products Corp. 

Special properties of NEPCO-SIL are 
described as particularly suited to ex- 
treme temperature applications (to 200 
degrees and to conduit 


installations where load facilities make 


Centigrade) 


it impractical to increase copper sizes. 

It is also suggested, by the company, 
for general rewiring te achieve greater 
electrical capacity and for power instal- 
lations where reduced weight and flame 


resistance are known requirements. 


Discussed in separate sections of the 
new book are individual specifying fac- 
tors including performance data, service 
life and physical properties, electrical 


characteristics, suggested applications, 


and test results. 


Charts and photographs _ illustrate 


comparative service life and perform- 


ance of organic and silicone rubbers 


within a temperature range of —55° C. 
to 200° C,. 

Electrical characteristics are reflected 
in table form. The table provides com- 
parison with other insulating materials 
the of power 
factor, specific inductive capacitance and 
constant versus water soak at 70° C. 


according to per cent 


ASTM specifications and typical 
properties of Nepco-Sil insulation are 
also listed. 

Included in the discussion of physical 
characteristics are paragraphs on chemi- 
cal structure, temperature range, weath- 
ering properties, electrical performance, 
chemical level, 


resista nee, combustion 


aging and water resistance. 

Table listings give appropriate speci- 
fying data on Nepco-Sil for insulated 
lead wire, 600 volts; insulated power 
cable, 0 to 1,000 volts; and insulated 
control cable, 600 volts. 


Data includes: conductor size, number 


of strands, insulation thickness, nom- 
inal over-all diameter, and approximate 
net weight per thousand feet. Current- 
carrying capacity is also provided for 


insulated power cable. Request HL420. 
° 
BUSINESS FORMS—The 


runs a 


man who 
middle-sized business 


helpful, 


small or 


will find basic information 


*EXPERIENCE: “Knowledge, 
Skill, Or Technique Resulting From Experience.” 


Since 1894 we have been designing, manufac- 
turing and constantly improving our electric 
soldering irons! Today, no matter what the 
requirements, there’s an American Beauty in 
the right model, correct tip size and proper 
watt input to do any soldering job quickly, 


properly, efficiently. 


TEMPERATURE REGULATING STAND 


An automatic device for controlling tip temper- 
ature while iron is at rest. Prevents overheating 
of iron and eliminates frequent retinning of tip, 
while at same time maintaining it at any temper- 
ature that may be desirable or necessary. 


Write for 16-page illustrated catalog containing full information on our 
complete line of electric soldering irons—including their use and care. 


AMERICAN ELECTRICAL HEATER COMPANY Secrcostaon 
DETROIT 2, MICHIGAN 


relating to business forms and systems 
in a new catalogue being published by 
The Standard Register Co. 


Offered as a service to customers, the 
catalogue illustrates and describes the 
various types of stock forms available 
and how they can be used to greatest 
advantage for the efficient, systematic 
and profitable control of any business. 

The 


Forms” 


“Stanreco® Stock Business 
catalogue provides several sec- 
tions of illustrated data showing forms 
all the 


functions of business—purchasing, re- 


in general use covering basic 


ceiving, payroll, accounting, invoicing, 
etc. 

In each case the forms are described 
and brief outlines of probable uses are 


given. Three types of common forms 


—sales book, Zipset® and Register—are 
discussed in detail, including the many 


variations of each. 


Other sections of the new catalogue 


are devoted to accounting aids, sum- 


mary systems and a review of acces- 


sories. In addition, there is a section 


dealing with special forms not neces- 


sarily employed in systems. 


These would include such forms as 


are used for taking telephone calls, 


interoflice 
The 


cover. 


other 
forth. 


hard 


handling memos and 


communications, and so 
catalogue is bound in a 


Request HL421. 
+ 
COMMUNICATIONS 


series of 


POWER AND 
SUPPLIES—The 
catalogues to be put out by the Jack 
stock list of 


first in a 


Pruzan Co. contains a 


power and communications supplies. 


the catalogue are 
listings on galvanized steel guy strand, 
telephone cable, wire and power cable, 


and 


Contained within 


linemen’s equipment and _ tools, 
telephone protective equipment, termi- 


nals and telephones. 


Listings are also supplied on pole 
line hardware, tapes and splicing mate- 
rials, Nicopress sleeves and tools, Pre- 
formed line products, insulators, and 


cable supplies. Request HL422. 
7 


STEEL EQUIPMENT—Equipto 
nounces the availability of a Reference 
Manual of Steel Equipment #485. 

This 48-page book analyzes all types 
of steel shelving, drawers, lockers, work 
benches and tables, and other storage, 


store, office, warehouse, and shop equip- 


ment. Request HL423. 


an- 


Path To Merit 

“Assurance and intrepidity, under 
the white banner of seeming modesty, 
clear the way to merit that would 
otherwise be discouraged by difficul- 


ties.”-—-C HESTERFIELD. 
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Tower Aids Expansion and 
Inter-toll Dial Service 
Limitations of space and future cir- 
cuit expansion figured prominently in 
the recent erection of this self-support- 
ing microwave tower at Marion, IIl., by 
General Telephone Co. of Illinois. 
The 300-foot Type ML-410 tower (see 
cut), designed and fabricated by the 
equipment division of the Blaw-Knox 
Co. in Blawnox, Pa., is part of General 
of Illinois’ toll system expansion and 
conversion to customer inter-toll dial 


service. 


Cost of cables to a remote site, to- 
gether with land and building costs 
were substantial factors in the decision 
to locate the tower adjacent to the 
General company’s new exchange build- 
ing, according to J. F. O’Connell, chief 
engineer. Studies also indicated addi- 
tional microwave systems from Marion 
to other points in the near future. 
Strength of this tower permits place- 
ment of additional antennas as future 
requirements develop. 


J. A. Grimes Joins 
Allen Kander & Company 


John Alden Grimes, former special 
consultant in the Internal Revenue 
Service in Washington, has joined Allen 
Kander & Co., negotiators for the pur- 
chase and sale of Independent tele- 
phone companies. 

Mr. Grimes will specialize in prop- 
erty appraisals and the necessary 
allocation of assets in ownership 
changes. He will make his headquarters 
in Washington. Mr. Grimes’ career 
with government dates back to 1920. 
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MODEL A Air 
Compressor Dehydrator 


Exchange equipment designed to sup- 
ply chemically dry air for telephone 
cables, aerial and underground, this 
unit can supply as many as 30 cables. 
The unit is equipped with volume 
recording air meter, high and low 
pressure alarm switches, humidstat 
and hour meter. 


© Completely automatic in 
operation 


e Air Purifier to eliminate oil mist 


© Incorporates the latest safety 
devices 


write or 


MOBILE POWER UNIT 


Generator slow speed for quiet- 
ness 


Pump—Diaphragm type to remove 
seepage and drain back 


Air Compressor — to put cables 
under pressure for cutovers or re- 
pairs 


Furnished with or without pump 
and compressor 


300-Watt floodlight illuminates 
working area 


operates soldering pot and iron, 
electric and air tools 


electric blower to ventilate man- 
hole 


supplies dry air for cable cut- 
overs, flash testing, etc. 


diaphragm pump can be operated 
from manhole by push button con- 
trol 


buzzer signal for summoning helper 


light, easy to handle 


S & G MANUFACTURING CORPORATION 
P. O. Box 1309 © New Orleans 10, La. © JAckson 5-3142 














or All! 





Straight Neoprene-Jacketed 
instrument Cords with twisted 
or parallel inners. 






Nylon Operators’ Cords and 
Switchboard Cords, with or 
without Plugs 


iS 


Neoprene Handset Cords with 
Moulded Strain Reliefs 





Neoprene-Jacketed 
Retractable Cords 


It’s a fact! .. . COMMERCIAL is 
headquarters for one of the most 
complete and diversified lines of 
cords available today . . . guarantee- 
ing highest quality and prompt serv- 
ice to meet your every requirement. 
Remember this whenever you need 
good cords in a hurry. 


Write for Catalog, Samples and Prices. 






P.S. Commercial Instrument 
Cords are now available in color! 


OMMERCIAL CORD 

AND SUPPLY CO., INC. 

CLIFTON SPRINGS, N. Y. 

Phone: HOward 2-5111 

QUALITY CORDS FOR ALL MAKES AND 

TYPES OF TELEPHONE INSTRUMENTS 
52 























Lenkurt Names Head for 
Mobile Telephone Systems 

Alan F., been ap- 
pointed head of a newly formed mobile 
telephone group in charge of the appli- 
cations engineering and assembly of 
new manual and dial mobile systems 
to be handled at Lenkurt Electric Co.’s 
plant in San Carlos, Cal. 


Culbertson has 





A. F. CULBERTSON 


Mr. Culbertson has been with 
kurt 1952 in applications engi- 
neering and managerial positions. He 
has been product planning manager the 
past two years, and previously 
manager of transmission engineering. 

Before joining Lenkurt, Mr. Culbert- 
son spent six 


Len- 
since 


was 


years in various engi- 
with American 
Telephone & Telegraph’s long lines de- 
partment. He has a B.S.E.E. degree 
from Purdue University, and is a mem- 
ber of the American Institute of Elec- 
trical Engineers and a senior membe1 
of the Institute of Radio Engineers. 
In announcing that Lenkurt and the 
General Telephone System are jointly 
developing and producing the new line 


neering assignments 


Automatic Electric 
Co. was one of 
nine recipients of 
an ‘“‘Industrial 
Good Neighbor 
Citation of Mer- 
it” from the Chi- 
cago’ Association 
of Commerce & 
Industry. Herbert 
F. Lello (right), 
president of Au- 
tomatic, accepted 
the award given 
for plant beauti- 
fication from Jo- 
seph L. Block, 
association and 
Inland Steel Co. 
president. 





of mobile radio-telephone systems, Len- 
nart G. Erickson, president of Lenkurt, 
predicted that telephone companies will 
soon be able to offer the public a radio- 
telephone service in vehicles equal in 
quality to the telephone service 
provided in homes and in offices. 
Development of 
equipment for 


now 
new automatic 
direct dialing to and 
from mobile telephone installations al- 
ready has been completed by General 
Telephone Laboratories at Northlake, 
Ill. This has field- 
tested in Florida. 


been successfully 


Whitney Blake Names 3rd 
Western Representative 

Dale B. Evans has joined forces with 
H. C. Mitchell Jr. and S. M. Sherman 
who represent Whitney Blake Co., in- 





D. B. EVANS 


sulated wire and cable manufacturer, 
New Haven, Conn., in the mountain and 
Pacific coast states. Mr. Evans’ terri- 
tory will include central and northern 
California, southern Idaho, 
Utah, and western Wyoming. 

Holding a B.S. 


Nevada, 


degree in Electrical 
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JUST OFF THE PRESS! 
A NEW EASY-TO-READ 


TRAINING 
BOOK 


ABC OF THE TELEPHONE 
— VOLUME THREE —re- 
printed from the popular 
series by Frank E. Lee, cur- 
rently appearing in TE- 
LEPHONY, is off the press 
and ready to be mailed to 
you. 





ABC VOLUME THREE HAS 31 INFORMATIVE 
ARTICLES COVERING— 

Storage Batteries, Metallic Rectifiers, Electronic Tubes, Multiple 
Line Key Equipment, Community Dial Offices, How to Read 
Circuit Drawings, and many other important topics. 


Thousands of ABC Books are being used every 
day by large and small telephone companies 
all over the world. 


VOLUME | COVERS VOLUME II INCLUDES: 
Basic Circuits, Transmitter Installation and Maintenance 
Receivers, Induction Coils of Sub-Station Protection 
Generators, Ringers, Relays Station Wire Installation, 
Line Protection, Dials, Auto Subscriber Station  Installa- 
matic Switching, Principles tion, Fault Locating, Relay 
of Protection, Drop Wire In Circuit Analysis, Loading 
stallation Coil Theory. 

21 CHAPTERS 20 CHAPTERS. 


Every telephone man should have the com- 
plete ABC Series. 284 (842x11) pages in the 
three volumes — 72 Chapters — hundreds of 
illustrations. This is the big telephone train- 
ing value. 


Order any volume separately or combine your requirements to 
take advantage of the lower quantity prices shown on this 
schedule 


No. OF COPIES VOL. | VOL. Il VOL. III 
| 5 copies $1.50 ea. $1.50 ea $2.50 ea. 
6— 25 copies 1.35 ea 1.35 ea. 2.25 ea 

26— 50 copies 1.20 ea 1.20 ea 2.00 ea 

5!1— 500 copies 1.05 ea 1.05 ea. 1.75 ea. 

50!1—1000 copies 95 ea 95 ea 1.60 ea 


Frank E. Lee, Publisher 
1751—183rd Street Homewood, Illinois 
USE THIS COUPON—ORDER NOW 


Frank E. Lee, Publisher, 1751—183rd St., Homewood, Illinois 


PLEASE SEND THE FOLLOWING COPIES: 
Vou, a VOL. Il 


at 
Name 








Company — 


Street 












City___ Z Zone ee 
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when you telephone a 
in a 
BURGESS-MANNING 
‘VrearHenn 
_ACOUSTI- BOOTH 










Many Years of Acoustical Research and 
Development Make the Difference 















Each model of the Burgess-Manning 
“Hear-Here” Acousti-Booth is designed 
and built to needs in institutions, com- 
mercial buildings, schools, hospitals, 
stores, air and rail terminals, or other 
noisy, hard-to-telephone locations. 
Every Burgess-Manning Acousti-Booth 
incorporates highest quality acoustic 
material, scientifically: applied, with 
the net result that extraneous noises 
are shut out in the noisiest spots — 
understandable conversation is locked 
in to give you the privacy of home. You 
are actually out of this world when you 
phone in an Acousti-Booth — even if 
you are right in the middle of a boiler 
factory. There is only one answer for 
your noise plagued telephone locations 
— a Burgess-Manning ‘Hear -Here” 
Acousti-Booth. 
































Write for 
Bulletin A-142-2T 
for complete details and 
prices on all Models 
of Acousti-Booths. 


















Architectural Products Division 


5970 Northwest Highway, Chicago 31, Ill. 





A complete telephone directory 
publishing service 


300 MONTGOMERY ST., SAN FRANCISCO, CALIF. 
OFFICES: EVERETT, WASHINGTON - KILGORE, TEXAS 
COOS BAY, OREGON - BEAVERTON, OREGON 


Truck & Rail Delivery 


DIRECT SALES COVERAGE 
IN 17 STATES 


LOCAL SALES FACILITIES IN 


GA. & S. C. 
VA. & W. VA. 
N. J. & CONN. 


PIEDMONT 


WOOD PRESERVING COMPANY 
SPARTANBURG, S. C. 


Box 1662 Tel. 6347 


Engineering from Michigan State Uni- 
versity, Mr. Evans has spent more than 
five years as a sales engineer selling 
wire and 


cable, pole line 


conductor specialty items and other 
materials used by utilities. In addition, 
he has had experience in factory man- 
agement and 


production, and produc- 


tion planning. 
Mr. Evans served in the U. S. Navy 
for almost two years. 


A LOOK AT THE FUTURE 


Concluded from page 25 

We have 
made our own contribution to indus- 
try’s 31-billion-dollar stake in the fu- 
ture. We are running our operation on 


attract the consumer dollar. 


the soundest possible “profit-manage- 
ment” principles. 

To sum up, boom years by their very 
nature can occur only at intervals. We 
can’t live on a boom psychology in be- 
tween. But we can make every year a 
good year. And we can make the most 
of these good years—in fact, we are 
wasteful and foolish if we do not. 

There is every indication that these 
are not bad times—and that there are 
good times in the immediate future. 
There is every justification for reason- 
able optimism. There is every reason 
to believe that anyone willing to work 
for it and plan for it and fight for it 
can anticipate a fair share of pros- 
perity. 

I hope you will agree with me that it 
all adds up to a single exciting con- 
clusion: this year and in the years 
ahead, our country is still a mighty 
good buy! 


POLES 


CREOSOTED SOUTHERN YELLOW PINE 
LOW RESIDUE COAL TAR DISTILLATE 


“Truck Delivery Our Specialty” 
THE BAKER WOOD PRESERVING COMPANY 


P.O. BOX 355 MARION, OHIO 


‘America’s 
Best Cablemen’”’ 


A complete cable construction 


service for telephone companies. 


U.S. CABLE 
CONSTRUCTORS, INC. 


2002 E. Wisconsin Ave. P.O. Box 378 
REgent 4-9882 
Appleton, Wisconsin 


hardware, | 





Northern white cedar 


Western red cedar 
Best for durability... poles from 


National Pole 


National Pole and Treating 
Division, Minnesota and 
Ontario Paper Company 

Investors Building— Minneapolis 2, 
Minn. Branch Offices: Chi- 
cago... Spokane. Plants and 
Yards: Minneapolis . . . Hill- 
yard, Wash. 


ATLANTIC 


j Creosoting Co., Inc., 17 Battery PI., N.Y. C. 


PINE POLES 
Creosote Oil or Pentachlorophenol 


Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philade'phia, Pa. 
Savannah, Ga. 





B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 














Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. — Creosoted Douglas Fir 
and Cedar Poles. 





Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards. Phelps, Wis. 





Dierks Forests, Inc., Wood Preserving 
Division, 81C Whittington Ave., Hot 
Springs, Arkansas. Southern Pine select 
poles, all sizes and lengths, pressure- 
treated, creosote or penta. Prompt 
shipment. 





Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, . Y.—Creosoted 
Poles and Cross Arms. Plants: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 





International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas. 





International Paper Co., Long Bell Di- 
vision, 926 Grand Ave., Kansas City, Mo. 
—Pressure-treated Southern Pine and 
Douglas Fir Poles. Creosote and Penta 
preservatives. 





Montana Pole & Treating Plant—Box 
2004, Butte, Montana. Penta-Pressure 
treated Lodgepole Pine and Western 
Larch Poles. Inquiries invited. 





Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Dougias Fir Poles. 
Can also treat with “Penta.” 
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Whether ANS Winch 
Line Oe. 


a complete 


UTILITY TOOL :{ 
& BODY CO. 


CLINTONVILLE, WISCONSIN *-.s 4 


a 


TELEPHONE PRINTING 


B® TELEPHONE 
42-3341 


CULLOM & GHERTNER CO. 


PRINTERS LITHOGRAPHERS 
600 21ST AVE., N. + NASHVILLE, TENN 


E. A. BOCK CONSTRUCTION CO., INC. 
Specializing in underground and 
utility plant construction. 


P.O. Box 836 Tele. E-4388 
Meyer & Moeller Rds. Fort Wayne, Indiana 


ROBERT E. FOLEY 
CONSTRUCTION CORP. 


DESIGN—SURVEYS—APPRAISALS—Construc- 
tion and Maintenance of Overhead and Under- 
ground Telephone Plant. Complete supply of 
poles available for emergency requirements. 


48 GRISWOLD STREET 
BINGHAMTON, N. Y. TEL. 2-7215 


TUDOR AND YAGER, INC. 


Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


YATES CONSTRUCTION CO. 


“Specializing in 
Telephone Construction" 


Cabie Splicers, Telephone installers, Equip- 
ment Installers, Construction crews. 


1507 SOUTH SIXTH ST. PADUCAH, KY. 
TELEPHONE 2-4623 


CONSTRUCTION. COMPANY 


UTILITY PLANT CONSTRUCTION 
45 North Clark Street @ Sullivan 
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Loading Coils (new) W.E. 
96A Case equipped with 40 +644 (175 MH) coils, lead stub $50.00 
96A Case equipped with 50 +644 (175 MH) coils, lead stub 60.00 
229A Case equipped with 152 +644 (175 MH) coils, lead stub. . 150.00 
124A Case equipped with 10 +638 (44 MH) coils, lead stub 30.00 
124B Case equipped with 26 +638 (44 MH) coils, lead stub 65.00 


Phantom loading 
204CG Case equipped with 12 SMI1 units {88MH side, 50 MH ph) $100.00 
108B Case equipped with 16 MFII units (88MH side, 50 MH ph) 125.00 


For field wire or 


Rural Distribution loading 
(load the pairs you want where you want) 5000-6000 ft. 
spacing light-weight plastic (1!/. lbs.) may be supported 
by pair it loads 3"'x3!/2"x4!/." hinged lid and wire slots 
rubber gasketed to keep out moisture—special terminals 
to accommodate field wire. Will double talking range 
C-114A on twisted pair wire & cable. 
C-114A (Signal Corps) contains one +632 (88MH) coil, potted $2.00 
(632 coil may be melted out for repotting in larger case) 


Phantom coil mounting 


(For pole or crossarm) 
complete with 2 +C-161 repeating coils 
(Signal Corps moisture-proof version of 
W.E. 77A) and W.E. +84A, 5 pair pro- 
tector with +26 & +30 discharge blocks. 
Heavy galv. metal with cover (wires enter 
at bottom). 

Also available with W.E. +76A or +75A 
rep. coils (same price) $15.00 
(mountings sold only with coils) 


Repeating Coils (new) 
W.E. 77A (substitute) C-161 $ 3.50 
76A (two coils) 1:1 rat. 5.00 
75A (better matched) 6.00 
91A (double coil) 10.00 Kallens 
bes Se 12.50 20A Repeating $2.50 
ring-thru 5.00 9A R ti 3.50 
27A non-ring-thru 3.00 sea 7 


21A Repeating 3.75 
me lo ag res A.E.Repeating 4A type 
94G 3.50 D-281596-A, ring thru 3.50 


94H 5.00 Trunk units, W.E. Kellogg 
1OIA 5.00 Relays, most types 
120C, CS, E, ES 5.00 Switchboard equipment 
Retard coils, 149E 3.00 Shipped on Approval 
(many other W.E. coils) Satisfaction Guaranteed 


The Telectric Co. 


1218 VENICE BOULEVARD ° LOS ANGELES 6, CALIF. 


Coil Mounting 


INTROLLED 


EVERYTHING 9a 


STERLING 


EARTH BORING MACHINES 


In Telephone Printing 
suTtLceE Eee 


EQUIPMENT CORP oy Wremune VALLEY EQUIPMENT DIV 


114 WYOMING AY KINGSTON, PA 
LAWRENCEVILLE, ILL. PHONE: 782 a 





CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days beiore publication date. 


POSITION WANTED 

YOUNG MAN experienced in REA 
telephone and distribution construction 
practices. Knowledge of material costs. 
Position wanted with contractor or dis- 
tributor. Write Box No. 4115, c/o TE- 
LEPHONY. 


HELP WANTED 


WANTED: Telephone Installers, 
Cable Splicers, Linemen, Central Office 
Installers. Yates Construction Com- 
pany, 1507 South 6th St., Paducah, 
Kentucky. Telephone 2-4623. 


TWO EXPERIENCED COMBINA- 
TION MEN for dial exchanges. Must 


be good on line and instrument trouble. 
Reply Box No. 4118, c/o TELEPHONY. 





SWITCHMAN- 


Must be fully quali- 
fied, preferably 


with Step by Step 
equipment. Reply, sending complete 
résumé to Orange County Telephone 
Co., 19 John St., Middletown, N. Y. 


Experienced man in all phases of tele- 
phone operation for expanding midwest 
Independent company. Location 35 
miles from Twin Cities. Now serving 
1600 stations and in a dial conversion 
program adding another 1000 stations. 
Please write qualifications, experience 
and education, age, references and sal- 
ary requirements in first letter. Write 
Box No. 4116, c/o TELEPHONY. 


HELP WANTED 
TELEPHONE MEN 
(Age is No Barrier) 

U.S. CITIZEN 
Recent developments have created additional 
challenging, truly worth while opportunities 


with our rapidly Tele- 


phone operation nclude 


expanding Overseas 
Present cate 


CHIEF 
Engineering Advisor 


Qualified by past experience as Chief Engi- 
ne an American Telephone Company 


SUPERVISORS 
For Each Of The 
Following Categories: 


gories 


Outside Plant Engineering 
Telephone and/or 
Telegraph Traffic 
Toll Test and Carrier 
Carrier Telephone and 
Telegraph Maintenance 
Automatic Dial 
‘ompensation includes top salaries 
ympany benefits plus relocation 
or you and your family 
RECENT experience is 


te detailed résumé to 


PHILCO 


TechRep Division 


valuable 
assistance 
PRESENT or 


acceptable Please 


22nd & Lehigh Avenue 
Philadelphia 32, Pa. 





MAGNETO HANDSETS 


WALL OR DESK 


LEICH 901 


(RECONDITIONED) 





@ 1600 Ohm Ringers 


@ Neoprene Cords 


No Changes Necessary 
to Use as Desk or Wall 
Telephone 


BUCKEYE TELEPHONE & SUPPLY CO. 


Dept. T, 1250 Kinnear Rd. 


HUdson 8-0655 


Columbus 21, Ohio 


HELP WANTED 


CABLE SPLICERS, Station Install- 
ers, Equipment Installers, Linemen. 
Experienced men needed. Steady work, 
zood pay. Henkels & McCoy, 1211 Ken- 
more Avenue, Elkhart, Indiana, or 6100 
N. 20th St., Philadelphia, Pa. 


TELEPHONE LINEMEN, first 
class, REA experienced. Must be able 
to travel. Neel Industrial Electrical 
Corp., Box 569, Doylestown, Pa. Tele- 
phone: Fillmore 8-9484. 


AUDITOR, a fully qualified tele- 
phone auditor for a growing Florida 
forty thousand station company. Re- 
ply to Inter County Telephone & Tele- 
graph Co., Fort Myers, Fla., G. T. 
Bradbury. 


CABLE SPLICERS ¢ LINEMEN 
STATION INSTALLERS 
STEADY WORK, GOOD PAY 

MIDWEST LOCATION. 
The Weikel Line Company, Inc. 
FORT WAYNE, IND. 


WANTED TO BUY 
TELEPHONES—all types—any con- 
dition; candlesticks, wall sets, ete. 
Write advising quantities available. 
Our truck will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 

USED CABLE PLOW capable of 
36-inch depth, 14-inch O. D. Cable. 
Contact U. S. Cable Constructors, Inc., 
P.O. Box 378, Appleton, Wis. Telephone 
REgent 4-9882. 


MAGNETO OR 
COMPANIES for 
to dial. 


COMMON 


cash for 


BATTERY 
conversion 
Present management retained if 
desired. Write giving location, number 
of stations, type of system, approximate 
price and Box No. 


41064, c/o 


person to contact. 
TELEPHONY. 


WANTED 


Retired telephones and accessories, 
any quantities and makes. 


BOHNSACK EQUIPMENT CO. 
GERMANTOWN, NEW YORK 


SERVICES AVAILABLE 


CABLE PLACING AND SPLICING 
on contract or sub-contract basis. Pref- 
erably in mid-west. Contact L. D. 
Martin, Martin Construction Co., Cold- 
water, Kans. Telephone 2-2662. 


TELEPHONY 





FOR SALE 


FOUR CHANNELS OF W. E. Gl 
CARRIER just removed from service. 
Priced to sell. Illinois Consolidated 
Telephone Co., Box 560, Mattoon, IIl., 
Telephone—Adams 4-9967. 


WESTERN ELECTRIC NO. 392 
LOUD BELLS. Refinished and tested, 
with condenser—$6.00 each. Telephone 
Equipment, Inc., Montrose, Mich. 


ONE TYPE 32-A-83k PAX Automa- 
tic Electric Telephone Communication 
Apparatus, capacity 50 individual 
lines. Write McGraw-Edison Company, 
Lectro Products Division, Box 4023, 
Pittsburgh 1, Pa. 


300 LINE DIAL CENTRAL OF- 
FICE EQUIPMENT COMPLETE, 
NORTH CX. Nine toll trunks, com- 
posite, terminating on incoming selec- 
tors. Local and toll test board with 
jack-field. Five EAS trunks terminat- 
ing on incoming selectors. 280 ampere 
hour Exide Battery, 16 ampere copper- 
oxide rectifier. Twenty rotary lines, 
thirty-one links and connectors. In 
place, and can be inspected, excellent 
condition, and used only a few years, 
available immediately. Greenwood Tele- 
phone Co., Greenwood, S. C. 


BRAND NEW, 
ELIMINATOR. Input 
Cy. 525 Watts. Output, 
6 AMP @ $95.00. 


COOK—XB—TERMINALS. 
Unprotected. With Stubs. 
@ $5.00 each. 


NEW FIELD PHONES, 
Canvas housing @ $20.00 each. 


BRAND NEW SUBCYCLES. Model 
M.7.5—$25.00 each. 


Write _Indepe ndent Telephone Repair 
Co., 2187 West 21st St., Chicago 8, IIl. 


BIG SAVINGS!!! 


#10 HEMINGRAY GLASS 
INSULATORS 
Brand New, Export packed. 


per 1050 $21.50 


(lots of 5000 or more $18.75 ths.) 


DOUBLE WALL COTTON 
SLEEVES for Cable Splicing 


5/32” with | black tracer. Mfd. by 
Hope Webbing Co. BRAND NEW 


_— 6 300. ay 75¢ 


(Lets of 25 Boxes 60c ea. 50 Bxs. 50c ea.) 
prices f.o.b. Sacramento 


P.O. Box 1896-T 
LORIS SALES %:"::*" 
Sacramento, Cal. 


A.E.-BATTERY 
105-125 V. 60 
48 volts D.C. 


16 pair. 
Brand New 


EE-B. 


For Sale Used 
CABLE PLOW 


Will Handle Up to 
Two 404 Pair Armored 


Mullen Electric Co. 
P.O. Box 378 
Appleton, Wisconsin 
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FOR SALE 


Signal Corps FIRE REPORTING 
SWITCHBOARD 


100 line capacity, 3 cord pair, in Ma- 
hogany Cabinet—Rebuilt "like new" 


Telephone Repair & Supply Co. 
1760 W. LUNT AVE. CHICAGO 26, ILL. 
Phone—ROgers Pcrk 4-3818 


TWO 
DIALS 
equipped 140 
posite “0” trunks, two dial to dial “9” 
trunks; complete power equipment. One 
50 line, equipped 40 lines, 7 links, 5 
dial to dial trunks, one dial to manual 
trunk, complete power equipment. This 
unit housed in 8x9’ frame building and 
can be loaded on a truck complete, 
building and equipment. Dial tele- 
phones, excellent condition, guaranteed. 
Leich 600 combined wall and desk type 

$11.00. Kellogg 1000 type, wall or 
desk—$12.00. W.E. 
All types available with or without 
press to talk switches. Scott Rice Tele- 
phone Co., Prior Lake, Minn. 


KELLOGG RELAYMATIC 


> 200 line, 


TELEPHONE EXCHANGES lo- | 


cated in southern Wisconsin. Very close 
to 600 stations. 
stations, rest magneto. Common bat- 
tery lines are lamp ended on board. 
Longest rural line only 6% miles long. 
Exchange will stand very close inspec- 


tion. Own exchange building, including | 
truck with | 
brush | 
Ford tractor with | 
Danuser digger—10 and 14 inch augers, | 
breakdown transformer and | 
Most all lead cable | 
new. 175 spare lines coming into ex- 


Ford 
frame, 50 gal. 
cable lasher, 


3 room apartment, 
winch and ‘A’ 
sprayer, 


chain saw, 
many other tools. 


change building. Top rating by Dun & 
Bradstreet. Write Box No. 4117, c/o 
TELEPHONY. 


ORDER FROM L. E. S. 
AND PAY LESS 


LINEMEN'S CONSTRUCTION TOOLS 
PROMPT DELIVERY FROM STOCK 
Send for Bargain Stock List No. LT. 


LINE EQUIPMENT SALES 
529 So. Dearborn St., Chicago 5, Ill. 


FOR ALL OF YOUR CENTRAL OFFICE AND 
PBX INSTALLATIONS, MODIFICATIONS, AND 
ENLARGEMENTS, IT'S THE 


v. &. Ob. 


TELEPHONE ELECTRONICS INSTALLATION CORP. 
Hayes Bidg., 12 E. Tenth St., Erie, Pa. 
CAN WE SE OF SERVICE TO YOU? 


ALLEN KANDER 
AND COMPANY 


NEGOTIATORS 


FOR THE PURCHASE, SALE AND FINANCING 
OF INDEPENDENT TELEPHONE COMPANIES 


lines, 12 links, 5 com- | 


INSPECTION SERVICE AT 
TIMBER TREATING PLANTS 


Of poles, vat aorta -— Bae pap honaned treat- 
ments. Analyses reservatives. 
Consuiting and - * ... eS wee. 
inspectors stationed throughout U.S.A. 
A.W.WILLIAMS INSPECTION CO.,INC. 
MOBILE, ALABAMA 





CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 





302 desk—$13.00. | 


125 common battery | 





CARL C. CRANE, INC. 


Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
Telephone CEdar 3-4210 





ENGINEERING ASSOCIATES, INC. 
Consulting Engineers 


79 W. PEACHTREE PLACE, N. W. 
ATLANTA, GEORGIA 
TELEPHONE: JAckson 3-5925 


McGRATH 
ENGINEERING, INC. 
Consulting Engineers 

209 West 6th Street 
TOPEKA, KANSAS 
Telephone CE 2-2358 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 


Appraisals—Original Cost Studies 
Plant, Traffic and Commercial 
Engineering 

120 S. La Salle St. 
Chicago 3, Ill. Tel: FRanklin 2-5924 





Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


6100 North 20th Street Box 270 
Philadelphia, Pa. Elkhart, Indiana 


WASHINGTON 
1625 Eye Street, N.W. 


NAtional 8-1990 
NEW YORK 

60 East 42nd Street 

MUrray Hill 7-4242 
CHICAGO 

35 East Wacker Drive 

RAndolph 6-6760 
DENVER 

1700 Broadway 

AComa 2-3623 





Acme Visible Records, Inc 
Alphaduct Wire & Cable Co., The.. 
Altec Lansing Corp 
Aluminum Company of America. . 
American Chain & Cable Co., Inc. 
Page Steel & Wire Div 
Wright Hoist Div 
American Chemical Paint Co 
American Creosoting Corporation. . 
American Electrical Heater Co..... 
American Steel & Wire Co 
American Telephone & 
Telegraph Co. 
Anaconda Wire & Cable Co........ 
Ansonia Wire & Cable Co., 
Atlantic Creosoting Co., 
Automatic Electric Sales Corp... .3 
Bakelite Company 
Baker Wood Preserving Co..... 
Barber Advertising 
Specialties, Walt 
Barber-Greene Co. 
Bartlett Tree Experts............. 
Bashlin Company, W. M 
Bell Telephone Laboratories, Inc.. . 
Benner-Nawman, Inc. 
Berry & Co., L. 
Bethlehem Steel Co 
Biddle Co., James G 
Bishop Manufacturing Corp....... 
Blaw-Knox Company 
Bock Construction Co., Inc., E. A... 
British Insulated Callenders’ 
Cables, Ltd. 
Brown Company 
Buchart Associates 
Buckeye Telephone & Supply Co.... 
Burgess Manning Company 


Morrodens Cor, .......0ccccvccee - 


C&D Batteries, Inc 

Cabaniss-Pogue Co. 

Cable Spinning Equipment Co...... 
Caleulagraph Company 

Chance Co., A. B 

Chase Brass & Copper Co 


Cleveland Inst. of Radio Electronics — 


Collins Radio Co 

Colorado Fuel & Iron Co., The 

Commercial Cord and Supply Co.... 

Communication Equipment & 
Engineering Co. 


Consolidated Electrodynamics Corp. — 


Cook Electric Company 
Copperweld Steel Co 

Crane, Inc., Carl C 

Cullom & Ghertner 

Cushman Motor Works, Inc 

Davis Construction Co 

Diamond Expansion Bolt Co., Inc... 
Donnelley & Sons, R. R 

Dow Chemical Co., The 
Duo-Safety Ladder Corp 

Du Pont de Nemours & Co., E. 
Edmund Scientific Company 
Electric Specialty Co 

Engineering Associates, Inc 
Engineers Tool Co...........cce0- 
Everstick Anchor Co 

Exide Industrial Division— 

The Electric Storage Battery Co. 
Fairbanks, Morse & Company 
Fitchburg Engineering Corporation 
Foley Construction Co., Robert E... 
General Cable Corporation 
General Insulated Wire 

Works, Inc. 

General Machine Products Co., Inc. 
General Telephone 
Directory Co. 


58 


to ADVERTISERS 


Page 

Gladwin Plastics, Inc.............. 47 
Goodrich Chemical Co., B. 
Gorman-Rupp Company 
Gould-National Batteries, 
Graybar Electric Co 
Greenlee Tool Co 
Haley & Co., R. G 
Harris McBurney Company 
Henkels & McCoy 
Highway Trailer Company 
Hilti Rapid Fastening Systems, Inc. 
Hirsch Organization, Inc., Gustav. . 
Holan Corp. .. 
Holub Industries 
Indiana Steel & Wire 
Ingram-Richardson Mfg. Co 
International Business Machines 

Corp. 
International Harvester Company. . 
Irwin Auger Bit Co 
Johns-Manville 
Justrite Mfg. Co 
Kander & Company, Allen 
Kearney Co., Jas. J 
Ne er ree 
Kellogg Switchboard & Supply 

Co. 
Kennecott Wire & Cable Co 
Killoren Company 
Kiem & Son, Mathias............. 
Kleinschmidt Laboratories, Inc..... 
Koiled Kords, Inc 
Koppers Co., Inc. 

Tar Products Div 

Wood Preserving Div 
Leich Sales Corporation 
Lindsay Telephone Supply Co 
Line Equipment Sales............. 
Lorain Products Corp., The........ 
Loris Sales 
Lynch Carrier Systems, The....... 
Magnolia Chemical Company, Inc... 
Malleable Iron Fittings Company.. — 
McCabe-Powers Auto Body Co..... 
McGrath Engineering, Inc......... 
Monsanto Chemical Co.— 

Plastics Div. 
Morrison-Pelsue Co. 
Mullen Construction Co 
Murphy Engineering Laboratories. 
Natco Corporation 
National Electric Products Corp... . 
National Pole & Treating Div 
National Standard Co 
National Telephone Supply 


UR cial aera ae cise Chai neve ate aie Back Cover 


Neubauer Manufacturing Co....... — 
Neuses, Inc., P. K 

North Electric Company 

Onan & Sons, D. W 

Orangeburg Manufacturing Co., Inc. 
Owens-Illinois 


WESTERN REPRESENTATIVE: 
McDonald-Thompson, 625 Mar- 
ket St., Francisco, Cal.; 
3727 W. Sixth St., Los Angeles; 
Colorado National Bank Bldg., 
Denver, Colo.; National Bldg., 
Seattle, Wash.; 3217 Montrose 
Blvd., Houston, Tex.: 2010 Ss. 
Utica, Tulsa, Okla.; 912 S. W. 
Market St., Portland 1, Oregon. 


San 


Page & Hill, Inc 
Parker, W. 
Phelps Dodge Copper 

Products Corp. ; 
Phileco Corp., Gov’t & Industrial Div. 
Philco Tech Rep Division 
Piedmont Wood Preserving Co 
Porcelain Products, Inc 
ye SE a ee eee 
Preformed Line Products Co....... 
a. ee eee ee 
Radio Engineering Products, Ltd... 
Radio Frequency Laboratories, Inc. — 
Ramset Fastening System 
Rawlplug Company, The 
Raytheon Mfg. Company 
Recordak Corp. 

Reichhold Chemicals, Inc 

Reilly Tar & Chemical Corp 

Reliable Electric Company 

Remington Rand Div 

Rex Corporation, The 

Reynolds Metals Company 

Roebling’s Sons Corp., John A...... 

Rohn Manufacturing Co 

Rolatape, Inc. 

Runzel Cord & Wire 

Ryan Manufacturing Co., F. ~ 

S & G Manufacturing Corp........ 

Schauer Mfg. Co.. 

Sierra Electronics Corp 

Sloan, Cook & Lowe Co 

Stainless, Inc. 

Stampings, Inc. 

Stewart Bros. 

Stromberg-Carlson Co. ............ 2-: 

Superior Cable Corporation 

Suttle Equipment Corporation 

Taylor-Colquitt Co., The 

Telectric Co. 

T.E.I. Corp. 

Tele-Muff Co. 

Telephone Construction, Inc........ 

Telephone Training Institute 

cg Se eee 

Tele-Wire Supply Co., Inc 

Telkor, Inc. 

Templeton, Kenly & Co 

Thornhill Publishing Co 

Transandean Associates, 

Truck Equipment Co 

Tudor & Yager, Inc 

United Electric Controls Co 

U. S. Cable Constructors, Inc 

United States Independent 
Telephone Association 

J. S. Industrial Chemicals Co 
Jnited States Instrument Corp.... 
Jnited States Motors Corp 

Inited States Steel Corp. 
American Steel & Wire Co 
Creosote Division 

Jniversal Controls Corp 

Utica Drop Forge & Steel Div 

Utility Body Co 

Utility Tool & Body Co 

Warren Mfg. Company, Inc 

Weikel Line Company 

Western Electric Co 

Whitney-Blake Co. 

Williams Inspection Co., A. W...... 

Willys Motors, Inc 

Wiremold Co., The 

Woodings-Verona Tool Works...... 

Wright Hoist Div. 

American Chain & Cable Co...... 
Wyoming Valley Equipment Div.... 
Yates Construction Co 
York-Hoover Corporation 
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USI DIAL PBX 


Check these dividends which are yours with a USI Private 
Branch Exchange dial telephone system: 


FULLY AUTOMATIC—No attendant needed day or night, for ringing 
and completing internal or outgoing calls. 


QUICK, EASY INSTALLATION—By any qualified installer or mainte- 
nance man. 


LOW INVESTMENT— YOu Can start with only a few stations and expand 
by economical steps as development demands. 


TIME-SAVER ATTENDANT'S SET—A compact desk-top set to handle 


incoming calls can be operated by secretary in addition 
to her regular duties. 


HIGH QUALITY TELEPHONE EQuiPMENT—Meets the specifications and 
high performance standards of leading independent tele- 
phone operating companies. 


LOW-COST OPERATION—System is so designed that a minimum of 
maintenance effort is required for trouble-free operation. 


For cost-free consultation . . . call, write, or wire us for an analysis of 
your communication needs without obligation. 


CHARLOTTESVILLE, VIRGINIA 
JULY 12, 1958 
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THE NICO-TAP IS SPLIT 
THERE 1S NO NEED OF CUTTING THE LINE 
TO MAKE THE CONNECTION—JUST SLIP THE 
SLEEVE OVER THE LINE WIRE AND COMPRESS 


i 


12 BWG TO 12 BWG 
Stock No. T2-109D 
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12 BWG TO No. 17-18 DROP WIRE 


Stock No. T2-109 x O45D | 


17-18 B&S TO 17-18 B&S 
Stock No. 12-0458 


The National Telephone Supply Company 


5100 SUPERIOR AVENUE @ CLEVELAND 3, OHIO 


Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 


° 
Nicopress is the Registered Trade Mark of The National Telephone Supply Company 
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